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NATIONAL VOICE OF THE TRADE 


whatever your 


a. 0 
Trim Tred has it in Oo ndiic 





Wherever you go, whatever your mood — 
Trim Tred gives you a fashion-ripe shoe to fit 
the occasion .. . in this smart new hue of blue! 


In high-style, classic, comfort and casual patterns. 


$79 to $10°° 


Roberts, Johnson @ Rand e DIVISION OF 
INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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as advertised in February COSMOPOLITAN, March CHARM and REDBOOK, April TODAY'S WOMAN 
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-- from every viewhoint 












RIGHT TO 4 


e the eye of fashion 





e the genius of the designer 


e the hand of the craftsman 


Quality Colon 
and Durability 


2S HW ANDRITE 


- 
> ‘ \ 
by Wolff-Tober Shoe Mfg. Co. 3 \ . 
; = 










St. Louis, Mo. 
On the Brooks last with 18/8 square 
Cuban heel. “Girdle-fit” series, 
' fully elasticized. Tandrite Color #594 
and all other colors in calfskin 
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E. HUBSCHMAN & SONS.INC. PHILA... PA. 
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spring advertising 
will thrill customers 
and activate sales! 
\) 
“Thrill to the Cosmetic Effect of Vitality Shoes!’’ That 
is the basic appeal, the exciting theme, of Vitality 






national advertising. It goes beyond superficial fashion 
selling to dramatize the great plus-wlue of Vitality 
Shoes—their superionty of fit and comfort. It captures 


the interest of women, holds their attention, moves = a 


ee 
REALLY WATIONALLY ADVERTISED IN| 





them to buy. This advertising, in Ladies’ Home Journal, 
Life, Cosmopolitan, Good Housekeeping, Mademoiselle a] a in 
JOURNAL 





and Seventeen, will activate sales for you in direct 


proportion to your tie-in. ——— 

















as 


q UT more-for-your-money shoes 


Uf and Vitality Open Road Shoes for Outdoor and Campus Wear 


Complete range of sizes-and widths 
Vitality Shoes for Children Made by America’s Largest Shoemakers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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It's been a grand year — 
tn alhs *49 will be a great one 
— greater value — finer 
style — fullest selection — 
everything to make it a 
profit-making year for the 
thousands of Holland-Racine 
dealers. 
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“everybody 
happy 
out here? 





“I'm THE baby! 


“Didja see me make a 
break just now from this 
shell? You give mea 
break with a deep selling 
stock of white dressy shoes 
and I'll have you feeling a 
lot happier in the good old 


p?? 


summer time! 


HAVO 


GLAZED & FLEXY KID 


TAN-ART 
SUEDE KID 





G. LEVOR & CO, INC. 
GLOVERSVILLE = LY. 
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Holidav 
Season 


IS A TIME FOR 
MEMORIES 


























/ ND THE WILLIAM AMER COMPANY has 

a long memory indeed. The oldest Company 

in the Country manufacturing Glazed Kid, we remember 

way back to 1832, the year they ran the first horse cars over 
in New York. 


With pride and satisfaction, we remember our growth and 
expansion, our improvements in processes, our service to 
our Community. 

But all memories have a way of turning to people rather 
than to events. In all its long life, our Company has had 
but four Presidents. Their consistent policy of good will 
in business has made us a host of friends among our 
customers, our suppliers and our fellow workers here at 
Amer. These are the best memories of all. 

So it is, as we approach the turning of another year, that 
our thoughts again turn to friends, old and new, with 
warmest feelings of appreciation and regard. With a deep 
realization of how greatly those friendships have enriched 





A 


our own business lives, we again extend greetings and our 
best wishes for all good things in 1949. 
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BLACK GLAZED 
BLACK SATIN 


BRONZE KID The Cf. Wiliam AMER Company 


BLACK SUEDE 
GARMENT LEATHER PHILADELPHIA, PA. ESTABLISHED 1832 


Boot and Shoe Recorder 
















work for vou... 


*49 is the year for big brand-name 
business . . . and no name in shoes carries 
greater consumer acceptance. based on 
style correctness and service value, than 
Walk-Over. Make 49 a Walk-Over year 


—and °49 will work for you. 


Walk-Over Prices from $12.95 


"REG. U. S. PAT. OFF. 


75 years of fine 
shoe craftsmanship 


1874-1949 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance .. . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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arcveno€® VINYL RESIN 


OFFERS YOU MANY UNIQUE ADVANTAGES 
















Easy to Work! 


‘Moreover, Marvinol-based plastics are easy to work, 
readily adaptable to fast production. They can be 
machined, cut, stitched, punched, cemented and 
polished. Marvinol resins are backed’ by years of 
intensive research, produced in the world’s most 
modern chemical plant. The Glenn L. Martin Com- 
pany, maker of Marvinol, does not compound or fab- 
ricate in the plastics field; but we will be glad to refer 
you to someone now processing Marvinol resins. 
Write on your company letterhead to: Chemicals 
Division, Dept. B-1, The Glenn L. Martin Com- 
pany, Baltimore 3. Maryland. 


“eo © 





More Sales Appeal 


Smart accessories, when made from Marvinol-based 
plastics, can display a variety of brilliant hues, 
pastels, opaques . . . eye-catchers that are color- 
fast, smoother, drier to the touch. Products made 
from Marvinol are more stable, offer greater resist- 
ance to heat and light. They're tougher, longer- 
lasting, flexible, will outwear leather many times. No 
warping, cracking, shrinkage or scuffing. They’re 
waterproof, greaseproof, unaffected by perspiration. 
Build your sales . . . assure customer satisfaction 
. . . by specifying materials made from Marvinol, 
the improved vinyl resin. 






RESINS, PLASTICIZERS AND STABILIZERS PRODUCED BY THE CHEMICALS DIVISION OF 
THE GLENN L. MARTIN COMPANY °® AN INTERNATIONAL INSTITUTION 


“BETTER PRODUCTS, GREATER PROGRESS, ARE MADE BY MARTIN™ 
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They just ean’t take it! 


Genuine reptiles are usually bark- 
tanned and are quickly and perma- 
nently disceleored by steam. 
De not attempt te steam-seften 
thermeplastic bex tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendation in 
advance of cutting uppers. 
Depending upen which prac- 
tiee your conditions best faver, 
he can either supply you with 
dry heaters or arrange fer your 
Ginperary use ef canned pre- 
pared solvent bex tees which 
require ne selvent wete 


ting at pulling-ever. 
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THE HOPE OF THE FUTURE 


THERE THEY GO! Two brave knights and a lady, 
riding forth on a Great Adventure! ...“ Look, Mummy! 
Daddy, look!”. . . Yes, we’re looking, with our hearts in our 
eyes, as our children play, and shout, and laugh, and cry, 
and learn, and take the knocks of growing up... Beyond 
the turn of the lane lies the future—the most complex and 
challenging world that mankind has known. Soon—so soon 
—our boys and girls will face that Great Adventure... But 
we need have no fears for them. Strengthened by our love 
and care, they'll gallantly meet whatever “terrible dragon” 
then may roam. They’Il give him a good whack, too! And 


the world will live a little happier ever after. 





SAM SMITH SHOE CORPORATION, NEWMARKET, NEW HAMPSHIRE Makers of Little Yankee Shoes 
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to the eee 
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at GENERAL SHOE 




































The ceneral- 


a copy of 
ular 


ere reading 


ewspaper: 
It started off 


J was just sitting h 
employee n one partic 


The general is our plant 
paragraph made me sit uP and take notice: 
1ike this: 
ja year vy saying 


*Suppose® we wi 


af i nad any * intended for 
airrerent 


me as chairman of the 


I read on: 





as 








~ our Chalt- 


whe! 
do 





mean THE poss. We don't mean Mr. Jarman, 
although we certal ly 


Pre cident. 


“And we do 
man. And we don't mean Mr. soyd, our 
wish both of them 4 happy new year. 
feller ho tells us whether ! ell buy the shoes P 
and buy from = 
a ¥. 
- SS - 
Lc 


y shoes 


ré al Boss—the 


“We mean the 
we make in this plant, oF whether he'll skip right over ou 
some other company: 
; : ; . : = 
“He's the Boss who really puts the dough those Pay envelopes The feller = 
ris plant runs full or short. And don’t you forget that he’s the 7 | 
} 7 
a happy new year, too. =; 
” 


ys yether th 


Boss © ho will decide 


who s@ 
whether you and Ihave 

“So I say te all my prother and sister <hoemakers in this plant: 
LEAVES YOUR HANDS, 
5 T 





WHEN 4 SHOE 
1T’s A FIRST-CLASS SHOE. you jus } F 
BIG BOSS HAS GoT HIS EYES ox EV SRY movi you MAKE IN 
THIS PLANT: - 22.7 AND WHES WE MAKE iM THE BEST SHOE> 
WE'RE CAPABLE OF MAKING. HELL HAVE A HAPPY xEW YE AR 
AND SO WILL WE” 
So no¥ ghat 1 know gno'’s Boss around here 1 already 
xne*¥)> I would pike to join tnis piant-fult of young-mindes 
ployees ana echo their o*F sincere 


and prenty-smart em 
sentiments * 
*HAPPY NEW YEAR 70 THE Boss" 

sincerely¥> 





GENERAL SHOE 


c O 
RPORATILION 


Generai 
Shoe Buildin: 
rf Nashville. Teancsse 
e 


















A shoe design as captivating and colorful 


os the famous screen cartoon character. 















Do you want children dragging their mothers 
and fathers into your department? 

Do you want real yelling, SELLing excitement? 
Do you want children who can't wait to get 


into these comfortable well made shoes? 


Then get Woody into your store and watch 
him PULL the kiddies in after him. 


Priced right for profit... for sale... 
size 8-12%2 . . $2.20 
size 13-3... . $2.40 
terms: 5 %-30 days 





WIRE — WRITE 
DELIVERY 
30 DAYS 


Design Pat. Applied For 






About the shoes: 


Original design by Philip Aronov... Well made of soft elk 

leather ... unlined ... Chrome soles .. . Slip lasted . . . Counter 

cords free... Shoes attractively boxed. Y/ 4; 1/ bie . 
LOS ANGELES SHOE MFG. CO. + 65 NORTH RAYMOND * PASADENA 1, CALIF. e} =) IGINAL 
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. rt | 
p here's WY ner 


AY'DON’T SELL ME SHOES 


Cv Toe 
see. 





T COMFORT 
é of WALKING’ 








Ye 1949 will be a “down-to-earth” year—a year of 
fundamentals. The customer will again be in the driver's seat and will 
insist on getting foot comfort value rather than style whims for her money. 


You, Mr. Merchant, will be more interested in selling COMFORT from 
a stock of shoes whose value remains stationary than tying up capital in 
fashion footwear whose value changes from day to day. 


IN YOUR SHOES 


NOW IN STOCK 


Famous Musketeers: 
3 styles, plus 20 others 
equally orthopedic 





WRITE FOR CATALOG 


THE MILLER SHOE COMPANY 


4015 Cherry Street, Cincinnati 23, Ohio 





NEW YORK OFFICE CHICAGO, ILL. 
656 Marbridge Bldg. 1208 Republic Bldg. 
ALSO 
West Coast Representative ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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Spring-to- Fit Spec. Flex-to-Fit 
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aly Coauall for Customer appeal 


They're styled with crepe soles of 


NEOPRENE 


In the window or on showroom floors, Kickerinos have a 
look of smart styling that means sales. And the crepe soles of 
Du Pont neoprene not only enhance appearance . . . they pro- 
vide the comfort and durability that make steady customers. 
As for wearing qualities, here’s what Mr. Gene Brindis, 
president of Kickerinos reports: ‘““We put these shoes to a 
very severe test before we added them to our line. For over 
five months, our factory workers have been wearing the shoes 
. day in and day out. Today, they’re still in good condition. 
: ““We have made about 150,000 pairs of 
Kickerinos in the past several months 
and are increasing our present produc- 
tion another 30%. 
To date we have not 
had a single pair re- 
turned for any rea- 
son.” 




















IT WILL PAY YOU TO 
INVESTIGATE NEOPRENE CREPE 


You'll see why when you look at these advantages: 


* PERMANENT SHAPE—soles retain shape and smart appearance. 

* BRILLIANT COLORS—can be produced in almost any hue. 

* LONG SERVICE LIFE—resists oil, grease, softening, abrasion. 

* FREEDOM FROM TACKINESS—cuts down tracking and grit pickup. 
ww * EXCELLENT UNIFORMITY — your assurance of dependable quality. 


Why not look into the possibilities of neoprene crepe for your line? 
It means styles that sell . . . and a sole material that builds confi- 
dence in the quality of your shoes. For more information, see your 
sole manufacturer or send in the coupon below. 


“Kickeri > Divisi 
Marilyn Shoe Co. 


Milwaukee, Wisconsin 





Tune in Du Pont “Cavalcade of Americe,” Monday nights—NBC coost to coast. 


For Style... Color...and Shape...use 
SEND FOR NEW 


CRE £ FREE BOOKLET 
& Co. (Inc.) 
se alantprees rs es ah Wilmington 98, Del. soles,” 
Rubber Chemica! a sieenaiht achhat “Teapesns Ones SS” 


illustra : . data on 
Please send me your new rene’s unusual ened 93 , 
containing full in ¢ its superior qualities. 
| parative tests .- 





formation on neoprens 
detailed description © 


Position —<—<————— i 
ok aS a 
tes a5 pat OF o IE Ee 
BETTER THINGS FOR BETTER LIVING a — 
---THROUGH CHEMISTRY ‘5 5 
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A NEW MILLER MONEY- MAKER 
..- the Ski Boot Tree! 


Here’s a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers vaiuetheir shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 


easy extra sale. Write for com- 


plete information on Miller Ski 


Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes— auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 








Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 











O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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STVLED cighs 


down to the ground 4+ i Not on all 
More than 100 sharp styles are made in Avon's | shoes ust the 


famous longer-wearing Du-Flex materials: 

GumSar, Gristle, Crepe and Nap. These hand- ; 

some, colorful, rugged soles do a lot for shoes b t 
fashionwise . . . and a lot for you, too, because €S On C 3 
they're so comfortably resilient, waterproof and 

insulating. They'll save you money, too, because 

shoes with Avon Du-Flex Soles really wear. 


AVON SOLE COMPANY 
AVON + MASSACHUSETTS 


. 
.°) GE 
THEM. PLAY ON THEM work ON THEM, AND THEY u 
. - 
FAR OUTWEAR THE BEST LEATHER. 


=~ ap | SS avonite 


TRADE MARK REG. 


PIONEERS OF QUALITY AND SPECIALISTS IN THE SOLES 


PRODUCTION OF FINE SOLE MATERIALS FOR THIRTY-SEVEN YEARS 








D LAN N OW fo profit next Spring on 





the consistent consumer advertising of .. 


the longer wearing 












REG. 


TRADE MARK 


bs 14 





» 
- 


Specify AVONITE SOLES  ~« 


SS s 1 


when ordering Spring lines... ~ AVON SOLE COMPANY 


not on all shoes, just the best ones! vn om Ts 












Be Be Bond 
Be Be Tex Cements 


Products of BB Chemical Co. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS | 
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_ FOUR 
Tailored-to-the-Job 


CEMENTS 


for Slip Lasting 


U 


These cements are designed to help you in slip lasting 


operations . . . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting into your 
work schedule. 


Note: Cements made from natural latex are com- 
patible with natural solvent cements — Synthetic 
latex cements are compatible with synthetic 
solvent cements. 


Want information about MORE shoemaking 
cements? ... you'll find it in a concise 8-page 
guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 


Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 
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IMPORTANT ~ 


There is NO CHANGE in Pierce's 
famous Quality or Materials... 


1 — World's MOST COMPLETE RANGE of Shoe Forms 


2 — Unique FLEXIBLE-FITTING — No distortion of your shoes 


3 — Lightweight STRENGTH — Your shoes won't tip over 


4 — Non-Static DUST RESISTANT 


py 


NEW LOW PRICES 


on All of Viorce’s 


just in time for 
Your 
Spring Windows 


SIZES — 4-44-5 


HEB HEIGHTS — High, Medium, College, Play 
Shoe, Flat 


STYLES — Toe Peep, Regular, Streamline, Low 
Ankle 


COLORS — Flesh, Transparent, Pearlescent 


PN ESSp aceon collie] olla Colum alicolululel ey (Mag el-Mulel -lelel MEL me -CSlacte 
S| Dn ©) BY. Aa 3 @) Gam Or NP -N RO]: 


ENTIRE SHOE 


wae, N. PIERCE COMPANY cassscuvserrs 


Specialties for THE ENTIRE SHOE INDUSTRY Since 1872 
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says this 
SPARKLE TOES SHOE 


is made of 


“glittering black patent” 


of course 


Children’s shoes need a soft, pliant patent leather . . . one that 
stands up to wear and keeps the glitter. That’s why Foot Pleasure 
Shoe Company of St. Louis—and so many other manufacturers 
—always use Colonial Black Patent for children’s shoes. 


COLONIAL TANNING COMPANY, Ime. 
Boston Il, Massachusetts 
January |, 1949 

















Because it provides the utmost in rigidity, 
the Vita-Tempered APEX shank with either 
two or three ribs is first choice for work 
shoes and other heavier types of footwear. 
And, like all United shanks, the APEX is 


fitted to the shoe manufacturer's run of lasts. 


=> rae a! 
Sie 


pee Hie PR NR 





Vita-Tempered 


STEEL SHANKS 
are Tough, Hard, Uniform 
e Fit like master models 


® Clean, ready to use 
@ Preserve balanced tread 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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AND STILL 
| WE GROW! 


One hundred years ago, in 1848, 
the national income of this country 
was $7,000,000,000; the population 
was 23,000,000. 


Fifty years later, in 1898, national 
income had increased to $82,000,000- 
000; the population to 73,000,000. 


One hundred years later, in 1948, 
national income is estimated to have 
been $221,000,000,000; population is 
estimated to have reached 146,000,000. 


In one hundred years, therefore, the 
; national income has increased 3057 
per cent; the population 535 per cent. 


Can anyone (other than a Commie, 
of course) worry very much about 
the economic condition of any coun- 
‘ try whose national income increases 
almost six times as fast as the 


population ? 
SUT ba 


President 
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VAISEY-BRISTOL SHOE COMPANY, INC. 
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*5 Retailer... 9 
pmposs? ” 


not with CARTER 


Last month we did the impossible by placing on the market a $5 Retailer 
in the form of men’s Goodyear welts in kidskin and kip constructions. 
This has been done in the face of rising costs with the intention of pro- 
moting the line on a long range basis. The response from our promotion 
has been nothing short of terrific and the shoes are now selling in 
retailers’ stores throughout the country. 


New Accounts for this merchandise are not being solicited. 

Old Accounts may purchase from one pair up. 

YOU can become an Old Customer by ordering ten dozen 
from our regular line. 


The $5 Retailer is strictly a NON-PROFIT ITEM with us. It’s designed 
entirely to assist our retail outlets to sell an EXTRA PAIR. 


Our Production is still devoted in a large way, as it has ever been, 
to the manufacture of Men’s Goodyear Welts, using Genuine 
Imported Australian Kangaroo skins and Selected Grades in 
Kidskin purchased from the leading tanners of leathers. 


THESE ARE IN STOCK FOR IMMEDIATE DELIVERY—ORDER TODAY 


Write us or see our representative 
in your territory 





J. W. CARTER COMPANY 
Manufacturers of Men’s Welt Shoes Since 1907 « NASHVILLE 1, TENNESSEE 


SALES DIVISIONS: Ross, Incorporated 
Kelly Kid Line 
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The Argentine embargo on hide exports, which has been in effect for 
many weeks, may have been broken as this issue goes to press. Indications are 
that Argentina will begin to ship lots of about 100,000 hides to hard currency 
countries. Reports from Argentina estimate that there are still 23 to 3 million 
hides in in storage in that country. Since the Summer season“has just begun in 
Argentina, there may be a feeling of urgency on the part of the Argentinians to 
get hides moving in order to prevent spoilage and deterioration. 

Of particular significance to the shoe trade is the opinion in Wash- 
ington that once Argentine sales are resumed, prices will be comparable to 
those prevailing for similar types of hides on the American market. 

eo 2 3 €@ @ 

Mobilization of the shoe and leather industries in the event of a 
national emergency can be accomplished rather quickly and with relative ease. 
This is the view of the shoe and leather industry officials who met last month 
with Joseph W. Byron, Director of the Leather and Shoe Division of the National 
Security Resources Board. 

NSRB was told by the shoe executives that within 24 hours after an 
emergency is declared, production of military shoes of the types needed could be 
well under way. They also stated that sufficient manpower could be supplied 
immediately to staff and operate a leather and shoe division for an emergency 
period of about 30 days, with a permanent staff recruited. by the industry during 
that period. In this connection, it should be pointed out that the men speaking 
for the shoe industry at this meeting had active experience in the emergency 
agencies during World War II. 

The industry members further stated that during the emergency period 
it was their opinion that the outstanding WPB orders concerning shoes, in effect 
at the end of the last emergency, should be reinstituted immediately. 

The industry was also asked to prepare an organizational and staffing 
pattern for the shoe divisions that would be set up in any future war production 
agency. They were further asked to submit recommendations for the establishment 
of a permanent over-all industry advisory committee which would operate within 
the NSRB framework. 

Characterizing the shoe meeting was an attitude of complete coopera-— 
tion with the government. Nor was there any discernible difference of opinion 
between the various industry representatives. 

At a similar meeting with the leather industry, tanners recommended 
the institution of the regulations in effect at the end of the last emergency 
until new permanent procedures could be worked out. The tanners also expressed 
concern over some of the difficulties experienced in some of the old regulatory 
agencies, such as OPA, for example, the lack of adequate appeal provisions. 

If during this brief emergency period, it is found necessary to freeze 
prices, the tanners expressed the view that the freeze should be across—the- 
board, including wages and salaries. 

The tanners were also asked to recommend an organizational set-up 
and adequate staff, in addition to a permanent industry advisory committee. 

As this issue was sent to the printers, a hide and skin group was 
meeting with NSRB to discuss the mobilization problems of that industry. 

When the recommendations of all these groups are duly considered by 
NSRB and permanent industry committees, they will be embodied in a mobilization 
plan for the hide, leather and shoe industries, which in turn will become a part 
of the over-all industrial mobilization program. 
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Success softens up some people... and compa- 
nies. Things just get too easy for them. But not 
Freeman ...not in the shoe business! It took 
sweat and work and long hours to build this 
business ... to make the success and fame that’s 
come to Freeman Shoes... and, believe you us, 


we aren’t keeping it without more of the same. A 


is a rough 


and tough taskmaster! 


swell bunch of competitors see to that! Yes, suc- 
cess is a tough taskmaster. But the results of its 
discipline are seen in Freeman styling, in Free- 
man workmanship and obvious quality construc- 
tion. These all tell you that bere is a shoe success 
that’s bere to stay!...a success for ourselves, for 


you, and your customers. Want a share of it? 


FREEMAN SHOE CORPORATION e GENERAL OFFICES, BELOIT, WISCONSIN 





The BROADSIDE— 
from the current season's 


style successes by Freeman 


Ms a FREEMAN Shoe 


THE FOOTWEAR OF SUCCESSFUL 
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MEN 
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Vogue 
Harper’s Bazaar 
Mademoiselle 


Glamour 
Charm 























Shoemakers Since 1874— 


Tweedie Footwear Corporation re Z * rs Jefferson City, Missouri 
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BRUCE CURRIE of French, Shriner 
& Urner, Boston, Mass., says: 

“There can be no compromise 
with quality if industry is to keep 
faith with the consumer. It isn’t 
so much that every shoe manufac- 
turer should attempt to make only 
the finest footwear, but that each 
maker today needs to make every 
‘effort to produce the very best in 
the price range in which his shoes 
are placed. 





“The consumer is completely out 
of patience with high prices charged 
for inferior quality and as much in 
the realm of shoes as in other mer- 
chandise. Inasmuch as there is 
little that can be done to reduce 
costs in a shoe factory all at once, 
so that immediate benefit could be 
realized by the consumer, it seems 
of utmost importance that we all 
face the facts and strain our abili- 
ties to the utmost to give the cus- 
tomer thé maximum possible for his 
today’s dollar. Otherwise, the in- 
dustry may tear down years of hard 
work and experience by merely try- 
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ing to make cheaper shoes. 

“It will take better planning and 
hard work—but it will be the ulti- 
mate triumph of the industry to 
produce greater value.” 





HUGH M. CRULL, of the Women’s 
Style Division, International Shoe 
Company, St. Louis, Mo., says: 

“The year 1949 will undoubtedly 
be one of the many new experiences 
in our economic life. Coming 
events are having a great effect 
upon women’s fashions. The word 
‘suppressed’ is no longer in our 
dictionary; the word ‘freedom’ is 
exploited continuously by the Amer- 
ican public and most nations of 
the world. This word ‘freedom’ has 
a duplicate meaning. It affects the 
very clothes that people are de- 
manding. It affects not only the 
design but the color. Carefree 
America will be written into the 
Spring styles by the leading manu- 
facturers of the country. Shoes that 
are gay, carefree. airy. light and 
comfort-giving.” 
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WALTER ROOSE of Rasmussen 
Shoe Company, Worcester, Mass.. 
tells us: 

“He— ‘who rushes in where 
angels fear to tread’—gets! That is 
just as true today as it ever was. 
We know retail business is not up 
to expectations, but it is normal for 
normal times. We know dealers’ in- 
ventories have grown so they are 
fearful of buying; but every shoe 
store is losing a lot of ‘walk outs’ 





due to ‘holes in their stock’—needed 
styles on which they should be siz- 
ing up. 

“We know customers earn more 
money and more people are em- 
ployed than ever before in our 
U.S.A.; but shoe dealers are getting 
less and less of that good old Ameri- 
can dollar for shoes. On the other 
hand, shoe repair business is flour- 
ishing greater than ever before. 

“What's the answer? I think I 
have it! We are still Americans. 
We have our democratic form of 
government. We are originators. 
We are promotion minded to the 
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‘nth degree. Let us use our God- 
given ability now. 

“So, Mr. Salesman, spruce up! 
Take a personal inventory of your- 
self and your surroundings. The 
‘hole’ you are in may be of your 
own making. Throw overboard that 
depressed, hang-dog look. Radiate 
optimism to all you meet and see 
what happens. I bet you get 
orders!” 





CARMEL SNOW, editor of Har- 
per’s Bazaar, says: 

“Today, up and coming manu- 
facturers do not sell pieces, they 
sell IDEAS. The line of merchan- 
dise that is planned and sold to the 
retailer as a plan, is the line that 
moves fastest. The thinking goes 
like this: Here is a promotional 
idea. Here is a wardrobe of shoes. 
Here is why a woman will need each 
pair. Here is the way the wardrobe 
can be promoted by the store. Here 
is the publicity that will back the 
idea. Here is the slogan under 
which we will launch it. Here, in 
short, is a perfectly sensible and 
fashionable package to present to 
the American woman. 

“Because I believe that the Amer- 
ican woman is an essentially intelli- 
gent shopper, I believe that the plan 
must always be a sound one. It’s 
awfully easy to fall into the old idea 
that women can be tempted to buy 
a lot of extras, or lured into this or 
that by a pretty package or the fear 
of not keeping up with the Joneses. 
This is no longer the case. The 
woman you are after is much wiser 
and more sophisticated than she 
used to be. 

“This IS a changing world. We 
cannot accurately predict the future. 
We cannot accurately predict how 
women are going to want to look 
two years from today. The only 
thing I can promise you is that they 
won't want to look then, as they do 
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now. Fashion moves with the chang- 
ing times. It’s mysterious, madden- 
ing but dynamic in all fields, in all 
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THE NATIONAL RETAIL DRY 
Goods Association will hold its 38th 
Annual Convention at the Hotel 
Pennsylvania (Statler) in New 
York, January 10th to 14th. Indica- 
tions from NRDGA member and 


non-member retail organizations in- 


dicate tha: the attendance at this 
convention will exceed the record 
total of 6,000 merchants present 
last year. Leading retailers from 
coast to coast, from Canada and 
from a number of foreign countries 
will take part in the proceedings. 
The Convention theme, “Democracy 
Works Here,” points to the vital 
function of retailing in the American 
free enterprise system. 


= * = 
HARRIETT COUPLIN PORTE- 
OUS of New York, says: 
“We've an interesting shoe year 
ahead. 1949 can be an important 
merchandising year and we recom- 


mend it be directed to fashion ap- 





peal. There’s more money available 
than ever before in America’s his- 
tory. It’s up to us in the industry 
to really merchandise our wares, 
not just carry them. We can make 
our operations crisp and we can 
make them bargains — ‘advantage- 
ous transactions.” 


= = d 


WILLIAM S. ALLEN of Porterville, 
California, president of the Califor- 
nia Shoe Retailers Association, says: 

“Retailers are doing a great per- 
centage of their Spring buying in 
casuals and low heels. In the cen- 
tral California area, 65-75 per cent 
of the buying is in low heel casuals 
and the results of a survey I have 
completed through the Midwest in- 
dicate the same conditions with cas- 
uals there. This type of shoe is easy 
to sell because the retailers do not 
need to stock as many widths or 
sizes and do not encounter as much 
sales resistance due to the comfort 
and practicality of the casual type of 
shoe. 

“Spring business should be very 
good for those stores that have a 
well-balanced stock.” 
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Normal Reaction, or Boom's End? 


“WHAT'S behind the unfavorable retail sales compari- 
sons which became apparent in November?” 

National Shoe Retailers’ Association raises this ques- 
tion in its lead article in the December issue of its trade 
bulletin National Footwear News. It refers, of course, 
to the weekly figures on department store sales reported 
by the Federal Reserve Board, but it also observes that 
“other retailers are experiencing the same trend.” 

In an attempt to formulate an answer so far as the 
shoe trade is concerned, the NSRA bulletin devotes 
seven pages to an analysis of current conditions, and 
concludes that despite the fact that shoes offer con- 
sumers exceptional values at today’s“prices, they “are 
caught in the tide of consumer price resistance because 
the public doesn’t have enough facts to discriminate 
wisely among products.” 

All of which undoubtedly adds up to a reasonably 
correct diagnosis of what's wrong with the retail shoe 
busincss. It doesn’t suggest a sure cure that will act 
quickly enough to alter the immediate situation, but it 
offers food for thought and may provide a basis for 
some long-term planning, particularly in connection 
with industry’s new program of public relations. 

On the other hand, and without wishing to — 
the significance of recent reports of dimimshing sa 
at the retail level, we wonder whether there isn’t a 
tendency at the present time to let this turn of events 
give rise to exaggerated fears for the future. It seems 
to us that a great many people, disturbed, no doubt, 
by conditions at home and abroad, seem to be looking 
for facts to justify their pessimism and finding them in 
bits of bad news that crop up here and there even in the 
best of times and which, under more normal conditions, 
would hardly receive more than passing consideration. 

Some shoe merchants and manufacturers may be in- 
clined to answer that you can~ laugh off a succession 
of weeks in which dollar sales in stores have declined 
Ly comparison with the corresponding weeks last year. 
nor can anybody remain completely unperturbed when 
fectories, for want of orders, are compelled to go on 
short time. 

All of which would be true enough if it were not for 
the fact that these things are in line with past experi- 
ence in the shoe trade, especially after a succession of 
years in which the industry has been more prosperous 
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than usual. After all, we can hardly expect month after 
month and year after year to beat the sales figures of 
the corresponding period in the year before. Nor can 
we expect, in a seasonal industry, that every shoe fac- 
tory will operate continuously at or near its peak ca- 
pacity. Despite all that we have heard and read about 
the ills of the shoe industry, some of the annual state- 
ments we have seen recently look surprisingly good. 
They do not bear out the fears that the shoe trade may 
be headed into troubled times, nor even seem to justify 
the oft-repeated statement that the industry is rapidly 
getting back to conditions that existed prior to the war. 

At this time last year and the year before, we in the 
shoe business heard very much the same kind of com- 
plaints of unsatisfactory conditions that we are hearing 
now. Two years ago the RECORDER reported in its issue 
of January 1, 1947, that “a general Christmas survey 
iound casual sales bad. hostess slippers good, resort and 
evening shoes bad. . . . Certain Fifth Avenue depart- 
ment stores and shops, as well as other retail outlets. 
found that their accessory sections were selling more 
merchandise than the slipper and shoe departments.” 

By April of that same year of 1947, big department 
stores were telling their customers in advertising that 
the time had come to reduce prices. Macy’s ran a full- 
page over the signature of its president, declaring that 
the nation was recovering from shortages of manpower 
and materials and the time had come to translate in- 
creased efficiency into lower prices. A lot of people 
thought they were witnessing the end of the boom, or 
et least the beginning of the end. Some shoe manufac- 
turers did announce reductions at that time, but the 
wage price spiral was soon moving upward again and 
has continued to rise ever since, with the exception of 
the brief pause that followed the sharp commodity price 
slump early Jast year. Generally speaking, over this 
two-year period, the shoe business has been good. 

The fact that business didn’t see the end of the post- 
war boom in “47 doesn’t, of course. prove that it won't 
see the end of it in “49. On the basis of all past experi- 
ence we are two years nearer the downward turn this 
first day of January, 1949, than we were two years ago. 
On the other hand. there are some people who maintain 
that past experience this time provides no barometer 
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PLACE 4 


FOR 
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Tue smart woman—and by that 
we mean the really smart woman who uses her head as 
well as her eyes when she shops—has two kinds of 
clothes in her wardrobe and two different points of 
view in shopping for them. For day in, day out steady 
wear she wants clothes that are of such good quality 
in material and workmanship and in such good taste 
that they look almost as well the day she discards them 
as the day she bought them. 

That’s one point of view. In shopping for dresses and 
shoes for parties, for vacation and casual wear, her 
thinking is different. Here she wants color, novelty, 
frequent change. These are not clothes she expects to 
wear several seasons if she is at all interested in keeping 
in the swim of fashion. For these clothes her chief re- 
quirements are eye appeal plus comfort plus sufficiently 
fine material and workmanship, but at a price that 
makes it possible to replenish her wardrobe frequently. 
You see why we call such a customer a “smart” woman. 
She spends her money in a way to get the most satisfac- 
tion from her clothes. 

Manufacturers of shoes to go with informal warm 
weather clothes are offering a wide range of patterns 
and colors for the coming season. We show a good 
cross-section of them here, novelty patterns and nov- 
elty colors, but every one with good basic selling points. 

Since color is our story, what are manufacturers 
thinking and doing with color for the coming Spring 
and Summer? The answer is plenty; especially in in- 
formal types of footwear. In solid colors green and 
red continue to be important colors. The light cream- 
beige-tan color family is very strong, and two important 
manufacturers of casual shoes are combining the light 
chamois tones in smooth and sueded leathers. Yellow, 
too, a true clear yellow, is also receiving more attention 


32 


by ELEANOR M. RUTTY 


this year. In multicolors, the bright dominant reds, 
blues, greens and yellows are the most generally pop- 
ular, just as they are in more formal footwear. White, 
number one best seller in casual shoes this past Sum- 
mer, is due for another big season. Whether or not 
[TURN TO PAGE 45, PLEASE] 
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Column, left, top to bottom: Green suede in popular opened-up 

asymmetric pattern on 20/8 wedge heel. A Hollywood Skooters by 

Vogue. Lemon Yellow suede front strap sandal on 20/8 heel. Cob- 

blers. Chamois color suede combined with highly polished California 

saddle leather in adjustable front strap shoe on 14/8 heel. Available 
also in sueded and crushed kidskin. A Fauns by Hush. 


Reading clockwise, starting upper left: Red suede trimmed 
with green in single loop ghillie on 8/8 heel. Rice-O’ Neill. 
Red, blue and brown skilljully blended in this multicolor 
suede sandal piped in dark blue and finished off with a green 
heel and platform. Lissak. Plain closed suede pump on 14/8 
wedge heel with fine scalloped throat. Available in Sun 
Copper, green, grey, navy and black. A Jogginettes by 
Joggins. White combined with brown in sling pump on 9/8 
wedge heel, the deep-set heel seat making jor -better fit. 
Rasmussen. Brown elk asymmetric double strap sandal with 
opened-up vamp on low wedge. Desco. Green calf bution 
shoe on 10/8 Louis heel. A Mode-Art by Moulton-Bartley. 


Pretty. Informal Shoes=There’s the Spot Where You 
Can Promote Color and Expect Good Consumer Re- 


sponse All Through the Coming Spring and Summer. 





Above: Grey suede combined 
with black patent leather. A 
Walk-Over shoe from Geo. E. 
Keith Co. Plastic patent hand- 
bag from Charles Burstein. 


Algy. Matching handbag; 
Roger Wilcoe. 


But in the Case of the New Bright Shades, Like Sun Copper, 
Customers Should Be Cautioned Against Wearing More Than 


Two Accessories in the Contrast Shade at the Same Time. Navy 


and Black Loom as Top Place Colors in Leathers for Spring. 


SINCE this is a RECORDER issue in 
which some space is being devoted 
to the new shoe colors, it also seems 
a good time to say something about 
color in relation to accessories. For 
color has a very important influence 
on the selling and promotion of 
handbags, gloves, hosiery and most 
of the items sold at the accessory 
counter. Color coordination sells 
more accessories than any other fac- 
tor or consideration, and this year it 
is particularly desirable to plan pro- 
motions around this idea. The rea- 
son manufacturers of hosiery. gloves 


and bags have given special attention 
to the development of colors for the 
express, purpose of coordination with 
shoe colors. 

If your customer wants a Sun Cop- 
per shoe, bag, gloves and stockings. 
let her have them, but warn her 
against wearing them all at the same 
time. If she is buying them to wear 
with navy blue, for example, urge 
her to get one blue accessory or two. 
so that she need not wear at any time 
more than two accessories in Sun 


Copper. 


At a recent fashion merchandising 
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Spring Accessories 


Through : 


COORDINATION ( 
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Above: Sun Copper suede and At right, top to bottom: Red 

bag; the shoe a Prom-Ettes by suede dressy asymmetric ghil- 

Radcliffe and the hag from lie. A Peacock shoe by Boyd- 
Shari’s Sales. Welsh. 


Left: Navy blue suit in Forst- Navy pl ane Rig from 
mann wool by Herbert Sond- riedman-Lobel. — 
heim with grey and white Bine coll pean) alienated 


stri, cuffs and ascot, sailor bow, an Avonette from Avon. 

ratio Lilly Dache and um- ‘Navy blue bag from Alan 

brella by Uncle Sam. Shown in Miller. 

the New York Scene of “Fash- Grey pump on wedge heel from 
Tweedie. 


ions of the Times.” 


clinic, two leather and color style experts gave navy blue equal 
place with black. They were speaking primarily of shoes. In 
promotional and novelty colors they listed first Sun Copper 
and several greens, followed by red in several shades, several 
blues, ‘yellow and beige. 

Red and green, in that order of importance and then in 
reverse, have been so important for a number of seasons that 
you may begin to doubt their continued popularity. We don’t 
believe you should, however. Women don’t seem to tire of 
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Frontal view of the store from the entrance. At the left is the women’s department, at the right, 
the men’s. On the left curved wall is a huge mirror which adds to the attractive appearance of the store. 


STORE CONDUCTS “BUSINESS AS USUAL” 


WHEN a store can continue to con- 
duct its regular business, without 
confusion and without shortness of 
temper on the part of salespeople 
and customers, during a_ three- 
month remodeling period, it is ac- 
complishing: a feat which is at once 
difficult and rewarding. The difh- 


culty is obvious; the reward is that 
of maintaining customer good will, 
to say nothing of the continuance of 
sales volume in a period when ex- 
penses are understandably high. 
That is what was done at Robin- 
son’s in Topeka, Kansas. Customers 
have marveled, and are still marvel- 


Robinson’s children’s section is simple and comfortable, carrying out 
the-curved lines in walls and furnishings which are used in other sections. 


ing, at the newly remodeled and re- 
built store, successor to Payne’s, a 
family shoe store. And well they 
might, for this shoe establishment, 


‘with three distinct departments, has 


been changed from an old-fash- 
ioned, 60-year-old store into a place 
of beauty and comfort. 

An attractive glass front, with an 
ali-glass door, invites customers to 
enter Robinson’s, where they find a 
friendly warmth and a quiet soft- 
ness. 

To the left of the store is the 
women’s shoe department, and to 
the right is the men’s shoe section. 
Both are built in curved lines, to 
facilitate waiting on customers, and 
to aid customer activity to flow 
more easily. To the rear is the chil- 
dren’s shoe department, which is 
built in a circular pattern, with at- 
tractive seating sections. 

“We are very proud of our chil- 
Gren’s shoe department,” Robert A. 
Axtell, store manager, declared. 











Robinson’s in Topeka, Kansas, Completely Remodeled in a Three-Month 


Period, Serving Old Customers and Making New Ones During the 


Process. The New Store Is Modern and Comfortable, Designed to Give 


Improved Service to Satisfied Customers. 


“We feel that it is vitally important 
to have children fitted correctly with 
the proper footwear.” 

An innovation in this section is 
a circular seating arrangement in 
the center of the room, with a flood- 
light in the center which projects 
soft illumination against the ceiling. 

The upholstery in the circular 
arrangement is green, mottled with 
taupe. The benches, which are also 
built circular along the curved 
walls, are upholstered with tan plas- 
tic covering over seafoam padding. 
Children love to come to Robin- 
son’s. They not only like the quiet 
atmosphere, but they also like the 
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toy or trinket which they always 
receive whether their parents buy 
shoes for them or not. This is the 
universal policy of Robinson’s: 
every child coming into the store 
receives a present. 

The color scheme at Robinson’s 





combines steel grey walls, lemon- 
colored ceiling, with a thick taupe 
carpet covering all floor space in 
the three departments. 

Customers have unanimously 
commented on the quiet atmosphere 
of the store, and the vast comfort 
and ease they feel when they visit it. 

The chairs in the women’s sec- 
tion have seats of taupe, inter- 
spersed with green. An attractive 
object in this department is a huge 
mirror, built into the wall. It ex- 
tends from the floor to the ceiling 
and is seven feet wide and thirteen 
feet high. Special lighting fixtures 
are placed over the hosiery and 
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handbag section for spotlighting. 
This helps to show merchandise to 
better advantage and keeps. light- 
glare from the eyes of customers 
who are seated. 
The women’s and men’s depart- 
[TURN TO PAGE 64, PLEASE] 


Rear of the women’s depart- 





























The men’s department is 

separated from the women’s 

by a curved cabinet with am- 

ple space for shadow boxes. 

Wall at the right is Califor- 
nia redwood. 





Joseph’s Salon Shoes created a dramatic effect in this window by use of the statue 
and the brick wall. Although easy to install, the general effect is one which attracts 
plenty of attention to the window and to the shoes on display. 


Nix Smart Windows 
That Sold Shoes 


Chicago Stores Put Best Fashions Foremost for Trade and Public in 
Impressive Window Promotions—1949 Calls for Increased Emphasis 
on Selling in Windows and Advertising. 


The ey te frame idea was used by Carson, Pirie. Chandler's slipper window was attractive and provocative of sales 

Scott & Company. Here, as in the window above. because of its very simplicity and the absence of a cluttered look. 

the step idea lends itself to display, making it easy Although few shoes were shown, the idea of a large variety of slipper 
to highlight certain shoes. styles was conveyed. 
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I. Miller’s window became animate because of the open back arrangement which 
makes the store itself a background for the shoes on display. Here simple display 
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stands provided the means for empahizing certain shoes. 


1949 PROMISES to be a year of 
shoe promotions, with special em- 
phasis on the type of appeal to cus- 
tomers that will help to sell the extra 
pair. Shoe stores will need those 
extra pair sales nex: year to main- 
tain and increase their volume of 
business. Many will find it advan- 
tageous to step up newspaper and 
direct-mail advertising and to stress 
the selling appeal of new styles in 
all of their advertising, especially in 
the seasons when customers are most 
‘receptive to that kind of appeal. 


Display designers in many cities 
the country over have been striving 
to develop new angles in merchan- 
dise appeal, for when advertising 
has played its part there is nothing 
more effective than novel and at- 
tractive windows to create that in- 
terest and desire for possession 
which lures customers into stores 
and stimulates action at the fitting 
stool. Windows have the powerful 
advantage of providing visual mer- 
chandise promotion, giving custom- 
ers the opportunity to see actual 
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Another arrangement which 
played up the shoes was that of 
W alk-Over. 


shoes and appealing to minds and 
emotions of fashion conscious cus- 
tomers. 

Stores in the Loop district vie with 
one another to show what they can 
do in the way of attractive, sales 
compelling window displays. The 
six windows on these pages illus- 
trate some of the most interesting 
results of their efforts of this past 
season. Note that in all of them, 
simplicity of background is stressed. 
with the merchandise itself doing 
most of the selling. 


A men’s window, easy to execute, yet packed with possibilities for extra sales, by Baskin’s. The display 
table, drapery, and window background conv eved a feeling of masculinity and good taste. 
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by BEN WALTERS 
Walters Display, Inc., New York 








The author will inquiries on 

window display problems. All such 

inquiries should be addressed to 

Mr. Walters, c/o Loot anp SHOE 

Recorper, 100 East 42nd Street, 
New York 17, N. Y. 


A window of men’s shoes 
uses birch poles extend- 
ing from the ceiling to 
the floor. Add green 
leaves for foliage. Use 
plaques for shoe display. 
Background is painted 
or papered to represent 
sky; frame of birch 
borders the copy. Grass 
matting can be used as 
decorative flooring. 








Easter window uses a cut- 
out bunny with a plaque 
in the shape of a tufted 
egg covered in satin 
where shoes may be dis- 
played. Use Facil Fab 
ears and bow. Tufted 
plaques trimmed with 
ruffled netting are used to 
display shoes. Bunny’s 
features are cut-out or 
painted in; pipe cleaners 
are used for whiskers. 
























pectin satomtien 



















































































The circus is a Spring event, 
and thus is suitable for a 
Spring window. Cut-out 
horse and mannequin are of 
one piece. Half-round tent 
top and base are set against 
a background which carries 
pictures of tents. Ribbons 
are used for streamers, on, 
shoe stands, for mane and 
tail of horse. 


Here Are Four Suggestions for Early Spring Window Displays Which You Can 
Build Yourself. All Four Are Simple to Install and Play Up the Merchandise 


For Junior Deb shoes, a cut- 
out figure is centered against 
a trellis entwined with flow- 
ers and ivy. Halj-round plat- 
form is of light wood painted 
to resemble flagstones. Mod- 
el’s costume is of felt. Spring 
lamb is of light wood, tufted 
with cotton. 











Which Is On Display. 














Shoe Man Opposes Socialized Medicine 


Frank C. Rand, chairman of the Board of Inter- 
national Shoe Co., is noted for his accomplishments 
in other fields, notably education, public service and 
health. Mr. Rand is president of the Board of Trus- 
tees of Vanderbilt University, Nashville, Tenn.; a 
member of the Board of Trustees of Washington 
University, St. Louis; chairman of the Board of the 
W ebb School, Bell Buckle, Tenn.; and chairman of 
the Board of Barnes Hospital, St. Louis. 

Last Fall Mr. Rand was honored by the American 
Hospital Association at its 50th Anniversary Conven- 
tion in Atlantic City for his outstanding record of 
achievement in the field of hospital endeavor and 
more recently at a testimonial dinner in St. Louis, 
along with five Nobel prize winners. Because the 
Recorder believes he is qualified to discuss the con- 
troversial subject of socialized medicine, we present 
the following interview given to Edgar C. Scott, Jr. 


IN DISCUSSING controversial issues Frank C. Rand 
has a genius for reducing them to their simplest terms. 
The stand he has taken on our approach to the future 
health and welfare of the American people is no ex- 
ception. Federal Security Administrator Oscar R. 
Ewing's proposal for a multi-billion dollar Health Plan 
for the United States during the next 10 years, Mr. 
Rand contends, is but another in the series of con- 
templated vehicles for concentrating power in Wash- 
ington. 

“The Ewing plan,” he declares, “would mean social- 
ized medicine in its most exaggerated form.” Not only 
would its enactment relieve the individual of personal 
responsibility for his own health, he points out; it 
would deprive him of the high standards of efficiency 
and competence maintained in voluntarily supported 
hospitals throughout the land that are directed by local 
trustees, familiar with local needs and capable of  in- 
telligent action on a local level. 

Instead of raising health standards of the nation, he 
states, more government hospitals would decrease health 
standards for the simple reason that they could not be 
operated with the flexibility of voluntarily supported 
hospitals. Federal hospitals would have to be operated 
“within more rigidly circumscribed and restricted politi- 
cal and Jegal limitations,” Mr. Rand says. 

“And the inefficiency and overlapping of federal and 
state tax sources which should be corrected.” he asserts. 
would instead be magnified. “Above all, we should 
rid ourselves of our delusion that federal money is 
free money. 
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FRANK C. RAND 


“The political hazard to and psychological unwilling- 
ness of the average governmental employee to assume 
responsibility or experiment, restricts such activity to 
the minimum. This fact should be borne in mind when 
there is pressure to increase governmental hospitals and 
medicine. The remarkable discovery of scientific facts, 
their application to medicine, the financing of hospital 
construction largely from the incentive and profits of 
industry, have shown to the American people and to 
the world a potential standard of medicine and hospital 
service that is highly desirable.” 

A firm believer in constitutional rights, Mr. Rand 
says that health “is not something for which to be 
bargained or bartered. Each individual should have 
the privilege of assuming responsibility for attaining 
his highest state of well-being.” While industry has 
assumed and is desirous of assuming its share of the 
responsibility for medical care. he explains. it should 
not relieve the individual of this responsibility. 

In his address before the Fiftieth Annual Convention 
of the American Hospital Association in Atlantic City 
last Autumn, Mr. Rand began his talk by stating that 
its title. “The Responsibility of Industry to Health.’ 
“might well have been changed to “The Contribution 
of Industry to Health.” This would have been more 


pleasing to me,” he told his audience, “because of an 
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There’s ‘‘gold’’ in these rich, new, colored Soles 
by Rajah! Here’s extra eye-appeal and sales 
appeal for men’s .and wornen’s shoes. Ask 
your manufacturer for this style-right fashion. 


aah SOLES 


tle 





¢ fhe beller lhe shoe. 








Georce O. JOHNSON 
Salesman 





Cares F. SCHIEBER 
Salesman 


Mortmer J. SmitrH 
Assistant Superintendent 


In Lawrence, Too... 
FROM OUR RASP AND FILE COMES 


Nojch Style 


Our friends tell us that one of the great advantages of 
doing business with United Last is our high average in 
creating styles that catch the eye—styles that pay off in 
greater cash register activity at the retail level. Season in 
and season out, they say, following United Last creations is 


good insurance against the fickle nature of shoe fashions. 


Pictured herewith are six skilled men of our T. W. Gard- 
ner Co. Branch, Lawrence, Mass. Among their considerable 
talents is the ability to sense a trend EARLY and invite shoe 
manufacturers to cash in on it. These men among others 
do a very satisfactory job of seeing that we never “miss the 


boat™ style-wise. 


United Last Company 


140 FEDERAL STREET - BOSTON, MASSACHUSETTS 

























A Place for Color 


[CONTINUED FROM PAGE 32] 


black will spring a surprise again this 
, year as it did in 1948 and come up 
‘ strong in some casual lines, remains to 
be seen. If manufacturers continue as 
they have started out, color, after 
white, will be the dominant note, and 
shoes of an informal type the place for 
its extensive use and promotion. 

In planning those promotions re- 
member that many women wore casual 
shoes in town last Summer and will do 
so again this year. For this use the 
darker colors and the positive tones, 
such as red and green, will be smarter 
than light leathers and fabrics for their 
light colored cottons, silks and rayons, 
as well as for their dark ones. Sell 
them two pairs of shoes—more if you 
can—for Snmmer daytime wear, in 
addition to their daytime style shoes. 
Let one pair be in navy blue or black 
suede, perhaps in Sun Copper or Burnt 
Almond or grey suede, or in a smooth 
or crushed leather in brown or green 
or red. Those colors will be for city 
wear, for business and shopping. Then 
sell your Mrs. Average Consumer a 
lovely light color, yellow or the new 
chamois or saddle or blue or pink or, 
probably most wanted of all, white for 
country wear. If she has bought green 
or red or a copper shade for city wear 
she can wear these, too, with her coun- 
try clothes. In shoes of this kind dif- 
ference in patterns is not so important 
as colors and leather surfaces. These 
decide how and where and with what 
clothes the shoes will be worn. 





Promote Accessories 
Through Coordination 
[CONTINUED FROM PAGE 35] 


these colors. Look around you at coats 
this Winter. Did you ever see anything 
like the number of green and red coats 
they are wearing? And these two colors 
have followed the same cycle as shoes 
for several years; first red, then green, 
now red gaining strength, just as it is 
expected to do in shoes. And there’s a 
good reason why, we believe. The 
shades in both red ‘and green are lovely, 
fiattering and warm, all good selling 
points. The same can be said of shoes 
and accessories in these two colors. 
They are positive colors and they are 
also harmonizing colors. 

Red has been called a neutral because 
it can be worn with practically every 
color except another kind of red. Green, 
too, can be worn to accent costumes in 
many colors, including red. To many 
women, probably the great majority of 
your customers, red and green shoes 
are more flattering and prettier con- 
trasts than the true neutrals, grey and 
beige. In our opinion, these latter are 
at their best as very high style colors 
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PROGRESSIVE MANUFACTURERS, 
WHOLESALERS and TRAVELERS 
make a Good-Will Investment at 


the M.A.S.R.A. Show. They know 
it pays BIG DIVIDENDS. 


ALL ALERT SHOE MEN 


ATTEND THE 35th ANNUAL MASRA SHOW 


JANUARY 22 to 25 


THE BENJAMIN FRANKLIN, PHILADELPHIA 
THE FIRST BUYING SHOW IN 1949 
12 WEEKS BEFORE EASTER—APRIL 17 


WIDE AWAKE SHOE BUYERS from 
the Eastern Coast come to the 
M.A.S.R.A. Show to buy last min- 
ute numbers for their PROFITABLE 
EASTER and SPRING BUSINESS. 


THE RETAILERS SHOE SHOW OF THE EAST 


More than 300 lines have already made display reservations. 
8 floors will be required to house exhibits. 


DESIRABLE EXHIBIT LOCATIONS STILL AVAILABLE 


For Reservations Communicate with 


CAL. J. MENSCH, Secretary 
2 Kendal Avenue, Pittsburgh (2), Pa. 
Telephone Linden 5970-J 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 








to be worn with grey or beige costumes. 
Since these two colors will be important 
in Spring ready-to-wear, there will be 
an opportunity to promote monotone 
coordination in grey and beige. 

Sun Copper, the most talked-of new 
Spring promotion color is very much 
liked by style experts and many manu- 
facturers and retailers. There is a ques- 
tion in the minds of some, however, as 
to its adaptability for Spring. They 
feel it is too bright and too light and 
consider Brown Almond and cocoa tones 
better shoe colors. How to buy and how 
to sell Sun Copper is an individual re- 
tailer problem. It is a color with a 
great deal of popular appeal. You can 
show it and promote it in shoes with a 
matching handbag for wear with navy, 
black, grey, dark green and a matching 
costume. It looks new and fresh and it 
is in a popular color family. 

One other Spring “color” should be 
considered. Black patent leather, slow 
the past several years, is being talked 
about as a dark horse for Spring 1949. 
There seems every good reason for it 
to regain some of its old-time popu- 
larity. Maybe it will have to be sold in 
combinations like the grey suede and 
patent leather shoe shown here. This 
combination certainly is smart and 
Spring-like and fits in with the new 
“crisp” look, so much talked about. 


George F. Johnson 
Memorial Planned 


Enpicott, N. Y.—Less than two 
weeks after the death of George F. 
Johnson, co-founder and chairman of 
Endicott Johnson Corp., an informal 
committee of civic leaders of the Triple 
Cities met in the Municipal Building 
here to discuss what form a memorial 
to Mr. Johnson should take. 

Stephen O. Salmon, who presided, told 
the group that the Johnson family fa- 
vors conversion of the George F. John- 
son home into some kind of a memorial, 
possibly a museum of George F. me- 
mentoes or a community center. Other 
speakers thought such a project might 
become secondary to a larger one which 
would be as big in scope as Mr. John- 
son was big in his humanitarian goals. 
It was suggested that the project be one 
which would serve all three cities, pos- 
sibly a home for needy children. 

It was decided to invite about 50 rep- 
resentatives of Endicott Johnson fac- 
tories, departments and organizations 
to attend a future meeting to plan the 
memorial. Present at the first meeting 
were the mayors of Johnson City and 
Endicott, chamber of commerce presi- 
dents and secretaries, school officials 
and other community spokesmen. 
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The faces of this smiling quartet are familiar to many ‘sports fans. Left to right are Tony Zale, former 
world’s middleweight prizefight champion; Freddie Stark of Stark Brothers; Barney Ross, former 
world’s lightweight prizefight champion, and that well-known, man-about-town, Broadway Sam 


ome in with Your Dukes Up! 





Leather chairs and leather wall with the blow-up 
picture of a dramatic moment in the prizefight ring 
suggest the atmosphere of a sporting club. 


IT might not be a bad idea to put 
a pair of boxing gloves in your hip 
pocket when you go into Stark 
Brothers’ shoe store at 112 West 
38th Street, New York. because 
you're liable to bump into such 
great prize-fighters as Tony Zale or 
Barney Ross or any number of 
lesser-known, but very capable, pugi- 
listic experts. 

The store is owned by Freddie 
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and Morty Stark who opened it last 
August. It is managed by Norman 
Fine. Because Freddie has been as- 
sociated with the sports and restau- 
rant business in the past, the clien- 
tele is composed of many sports and 
theatrical figures. Located in the 
center of the garment district, the 
store also attracts many business- 
men. A frequent customer is the 
almost legendary “Broadway Sam” 


Shoe stock shelves along this wall make it possible 
for salesmen to service customers quickly. 





(Sam Roth for legal purposes) who 
could be called the H. L. Mencken 
of Broadway slang—he’s the fellow 
who popularized those powerful ad- 
verbs “dese” and “dose.” 

An intelligent designing job by 
Morty has given the small store the 
inviting atmosphere of a men’s club. 
This is emphasized by the liberal 
use of saddle tan leather for two 
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Jumping-Jacks for children 6 months to 4 years of age. Doctors know there can be no substitute 
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for quality, proper design, and superior workmanship. Mothers know and trust Jumping-Jacks. 


No other children's shoe has Jumping-Jack's consumer acceptance. 


VAISEY-BRISTOL SHOE COMPANY; 
ROCHESTER 3, NEW YORK 


MIDWEST PLANT—MONETT MISSOURI EASTERN PLANT 


Made in Canada by the Savage Shoe Co 
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INSTALLING AN INVENTORY SYSTEM 









































NAME ____._ DATE 
. by EDWARD ROSE 
ADDRESS 
AGE [|_|] BIRTHDATE 

BRAND STOCK NO.| SIZE | COST PRICE |SELLING PRICE 
A card of this type, filed alphabetic- 
ally, helps the shoe retailer to re- 
member pertinent information about 
his customers. Also, it enables him 
to send out cards suggesting fitting 

REMARKS: check-ups at regular intervals. 








In Which Joseph Learns That a Good Inventory System Is a Must in a 
Well-Run Shoe Store, and Decides on the Type He Will Use. 


“Now that we have stocked our store. we will install 
an inventory system,” Mr. Hultz said. 

“But I don’t see why I'll need an inventory system,” 
Joseph said. “I'll be there all the time. I can take sizes 
every Saturday night. I mean, what's the use of making 
extra work for yourself?” 

“We will have an inventory system,” Mr. Hultz said. 
“For many reasons. First, a man is rarely as smart as 
he thinks he is. You might think you'll always know 
what to buy, and when. But you'll make mistakes. We 
all do. But our chances of making mistakes are much 
smaller with a good inventory system. Second, You 
hope to have help in the store. If you leave the store, 
you might wonder if your helper is putting all the money 
he should into the register. I know, it’s a delicate sub- 
ject, but it’s something that’s here, so we have to think 
about it. With a good perpetual system, you can find 
out if you are losing money through your help. Third, 
you must have way in the back of your head the ambi- 
tion to spread out some day, to own a second store, 
then a third store, and so on. If you start business with 
sloppy inventory habits, you can carry them right over 
into your second store and your third store. But I don’t 
think you'd ever get to the third store, because today a 


48 


good system is an absolute necessity, especially when a 
business gets beyond the one-man stage.” 

“What I don’t understand,” Joseph said, “is why 
you have to start an inventory system when you're small, 
just to get the habit, as you say. It seems that when 
you get big enough, you can put in.whatever type of 
control you want and it will work just as well, provid- 
ing you have the help to work.” 

“Yes and no,” Mr. Hultz shook his head sadly. “Hu- 
man nature is funny. You can have all the help in the 
world, but if you’re not a good boss, the help won’t do 
you any good. If you don’t know how to run a control 
system and if you’re not always after the help to see 
that they’re running it right, it just won’t run right. 
You are the business. So you will start from the very 
beginning cultivating good business habits. You will 
start with an inventory system whether at first you think 
yon need one or not. Do you follow?” 

“T follow,” Joseph said. 

“Good. There are dozens of systems you can use. 
I’ve been studying the matter for quite a while and this 
is one I like.” Mr. Hultz produced a card, then a slip 
of paper. “Here we have our inventory system. 

[TURN TO PAGE 60, PLEASE] 
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“First-Shoe”’ Department 


Opened by Saks Fifth Ave. 


New York, N. Y.—Saks Fifth Avenue 
recently opened a new, “first-shoe” de- 
partment for infants. 
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our wonderful second floor for children 


SAKsS FIFTH AVENUE AT ROCKEFELLER CENTER 





Large space ad introduced new infants’ 
shoe deportment at Saks Fifth Avenue. 


Located on the second floor, in the 
infant’s wear department, it is fur- 
nished with a settee which combines 
alternating chairs for parents and 
small comfortable ones for infants. 
At each end of the settee is a large, 
pink and white dummy pony. Opposite 
the settee is a glass-topped counter 
where infants’ shoes are displayed, and 
flanking this are two infant-size French 
Provincial Chairs. Shoe stock is stored 
in two large cabinets behind the settee. 

An experienced, infants’ shoe sales- 
woman is on duty. Sizes range from 
2% to 8 inclusive. The department 
buyer is E. Moos, 





New Members Elected 
By WCSTA 


Los ANGELES, CALIF.—The West 
Coast Shoe Travelers’ Associates re- 
cently elected the following new mem- 
bers: 

J. W. Carlson, King Shoes, Inc.; Ray- 
mond P. Hoehn, Brown Shoe Co.; Han- 


ford L. Smith, Endicott-Johnson 
Corporation; L. R. Shep, Lambkin 
Products; T. J. McInerney, United 


States Rubber Co.; Pete Rossi, Vir- 
ginia Shoe Co.; E. A. Meyer, Middle- 
town Footwear, Inc.; Max Garfinkel, 
Pacific Shoe Co.; Harold Marple, 
House of Crosby Square; Phillip C. 
Raykoff, California Chenille Slipper 
Co., Inc.; Isadore Rosen, Trina Shoe 
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WeRER 
SOLE LEATHER 





Walt, THE TOP 


The importance of serviceable, leather-soled shoes 
to individual well being cannot be exaggerated. When 
the public is benefitted so definitely as it is when 
shoes are bottomed with 


KISTLER SOLE | LEATHER 


For Men's, Women's mene chee’ s Shoes 


your sales and profits are favorably affected. Did it 
ever occur to you that there are two kinds of selling? 
One, the customer is shown and the salesman ex- 
plains merit. The other, the customer is shown but 
nothing is said to influence buying. Tell—and Sell— 
especially when you have the fine feature of Kistler 
Sole Leather to talk about. 
lt Makes Any Shoe A Better Shoe 

For street, dress, sport. work, orthopedic shoes, 
cowboy boots and lumbermen’s shoes with this sole 
leather, write us. We'll gladly put you in touch 
with manufacturers. 
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Co.; George G. Finkelman, jabber; W. 
C. “Bill” Young, Nunn-Bush Shoe Co.; 
Norman J. Klasgye, The Stetson Shoe 
Co., and E. E. Taylor Corporation; 
Ralph Gowey, Jr., A. E. Nettleton Co.; 
Earle L. Stocker, Physical Culture di- 
vision, Selby Shoe Co.; Harry B. Rin- 
gold, Baris Shoe Co., Inc.; Hap Popkin, 
Fishbein & Co. (handbags) and Re- 
liable Handbag Co.; Howard H. Vogel, 
Recordia Manufacturing Co., and Ju- 
lius Baer Shoe Co.; Mike Lupo, David 
Brown Shoe Co., Inc.; Tom B. Cum- 
mings, Brown Shoe Co., Airstep divi- 
sion; Joe Goldberg, California Chenille 


Slipper Co., Inc.; Dorothy Gilbert, Tup- 
per Shoes, Inc.; Ad Rothschild, Film 
Star Creations and Aszod & Mailing, 
Inc.; George J. Taylor, Danya Shoe 
Corporation; William M. Briggs, Day- 
timer Shoe Co., and Wellco Shoe Co.; 
Charles Fox, Zuckerman & Fox, Inc.; 
Lester Solomon, Harry Shapiro Shoe 
Co.; Jerry Pankin, Schwartz & Benja- 
min; Ed Karlsberg, Fred Jacobs Shoe 
& Slipper Manufacturing Corporation 
and Edeka Rubber Brushes; Day Cole, 
W. L. Kreider’s Sons Co., Inc.; Earl 
Haney, Richland Davidson Shoe Co., 
division of General Shoe Corporation. 
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Step 


by EDWARD SPASEK 


SINCE THE ELECTION, there's 
been a considerable amount of con- 
cern about its effect on business. 
There’s been a fear of price control 
renewal, excess profits tax and a 
fourth round of wage increases. And 
the fear of predictions of any sort has 
even given jitters to the weatherman, 
who’s used to missing “em a couple 
of snowstorms. 

An excellent, heads-up analysis of 
the business situation for 1949 appears 
in a recent issue of Sales Management 
magazine. About price conirol, the 
author of the article, Peter B. B. An- 
drews, a former government economic 
adviser, says, “Actually, there is a 
steadily lessening need for price con- 
trols, because high production is natu- 
rally taking care of the once trouble- 
some price problem.” 

About the excess profits tax, he says, 
“Excess profits taxation will be con- 
sidered, but the Truman Administra- 
tion will not move fast on this prob- 
lem, and most certainly will lend an 
ear to businessmen to work out an 
equitable retention of profit.” About 
labor, he says, “Labor will have more 
to say and also will receive a willing 
ear from the Administration, but con- 
servatism in this country is not gone 
(selling campaigns to sell the business 
viewpoint will rise sharply) and the 
reaction from the sensational Truman 
victory will be a complacence-killing 
revitalization of the conservative move- 
ment. Not only is President Truman’s 
basic makeup that of a middle-of-the- 
roader, but Congress still has many 
conservative Democrats and Republi- 
cans still can prevent any radical leg- 
islation (unlikely anyway) from being 
passed.” 

7 = * 


O cTOBER SHOE PRODUCTION is 
estimated at 39,500,000 pairs by the 
Tanner’s Council. This is a decline of 
15.5 per cent from the “exceptionally 
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Step 


Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


high level of the preceding October.” 
Preliminary estimate for November is 
36 million pairs. The average factory 
value per pair of shoes shipped in 
September dropped 2¢ to $3.76. 
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SHOE STORE SALES ARE BELOW 
THEIR EXPECTED VALUE, accord- 
ing to the latest U. S. Department of 
Commerce report. It is pointed out 
that during the thirties, the percent- 
age of consumer incomes spent in each 
of the three main kinds of apparel 
stores (men’s wear, women’s apparel 
and shoe stores) fluctuated very little. 
But, in the postwar period, shoe store 
sales have been left at the post. Today, 
the sales of shoes are about the same 
as in 1941, with income much higher. 
In 1929, 1 per cent of disposable in- 
come was spent on shoes; in 1939, 0.9 
was spent; in the first half of 1946, 0.9 
per cent was spent; and in the first 
half of 1948, the figure spent dropped 
to 0.8 per cent. Undoubtedly, the de- 
cline in sales was due in part to the 
early filling of consumer’s shoe needs, 
and to the shift in public spending 
during the last two years to durable 
goods such as refrigerators and auto- 
mobiles. 

The Department also points out 
that shoe stores have not held their 
own in competition with shoe depart- 
ments of department stores and other 
apparel stores. The per cent of retail 
shoe sales in shoe stores dropped from 
60 per cent in 1929 to 55 per cent in 
1939. Price has affected the sales of 
shoes, and, except for luxury items, 
shoes were one of the earliest com- 
modities to encounter effective buying 


resistance to higher prices. 
e.@.@ 


S$ HMOO LEATHER MAY REVOLU- 
TIONIZE SHOE INDUSTRY, says 
manufacturer. In case you don’t know 
what a shmoo is, he’s that amazingly 
useful animal created by Al Capp, the 


cartoonist who draws Lil Abner. 
Shmoos are ham-shaped, toeless ani- 
mals with whiskers and myopic eyes 
who lay eggs at the slightest excuse, 
produce bottles of Grade “A” milk, 
the finest creamery butter and some- 
times a delicious cheesecake at even 
the faintest suggestion of a smile. If 
you look at them hungrily, they will 
die out of sheer joy. Broiled, they taste 
like steak; fried, they taste like 
chicken; and roasted they taste like 
catfish. 

And if their hide is cut a certain 
way, it makes good lumber, and if cut 
another way, it makes the finest cloth 
or leather. This leather has great 
promise, because a shmoo has never 
been known to wear out. There’s been 
a rumor that a “shmoo shoe” will soon 
make its appearance. This fact has 
been more than disturbing to the shoe 
industry. 
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$ HOES COMMAND 1.5¢ OF THE 
CONSUMER DOLLAR, according to 
a survey in Sales Management. Under 
the title “How Peeple are Spending 
their Money in 1948,” a breakdown 
shows where the contents of a dollar 
go. The stomach takes 25.5 per cent, 
body 16.9 per cent, death and taxes 
12.5 per cent, going places transpor- 
tation, gas, oil, etc.) 8.6 per cent, 
housing 11.2 per cent, home making 
9.7 per cent, fun and recreation 11.0 
per cent and welfare and improvement 


4.6 per cent. 
* * * 


P ERSONAL INCOME REACHED A 
NEW ALL-TIME HIGH of $215.1 bil- 
lion in August. This is about 10 per 
cent above the high levels of last year, 
and almost three times the 1939 figure. 
On the reverse side of the picture, 
business failures for September 
dropped from 439 to 398, according to 
Dun’s Review, the smallest number 
since January. 
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GOLD SEAL RUBBER COMPANY 
174 LINCOEN STREET, BOSTON 11, MASS. 


Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 


January |, 1949 











52 









Y ou’ve got to run 


awfully fast 


to stay where you are...’ 


From LEWIS CARROLL'S 
ALICE IN WONDERLAND 
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and a helluva lot faster 
to beat your last year’s figures . . . 
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but you can do it this way! 
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just perSUEDE your customers to buy 
those by Rex 


in genuine “NORZON at $2.95 





It figures! Suede is dynamite in the fashion parade. 

We simply team up territic styling, quality, and NORZON" 

with our casuals... and as the Frenchman says, “Voila!” Volume! 

The formula is sure-fire. Just give your customers the shoes they want, 

when they want them at the price they want to pay. It always clicks. 

And by the way: your customers are making very careful comparisons these days 
before they lay their money on the line. Maybe you ought to do the same. 

So, while you're open to buy casuals to retail for $2.95 maybe 

you ought to compare our DARLIN’S and let the merchandise sell the merchandise. 
No question about it. IF you really want to do a volume job in $2.95 sellers, 
get behind those Darlin’s by Rex in genuine Norzon (or fabric.) 


Your cash register will contirm your judgment 


Why Norzon?* NOW’S THE TIME 
io suedine or suedette can com ith, Norzon. It has 
Pe a pe ree ep aeaeragaieent to take a look at... se 


true brilliance and tone that fashion footwear demands. SUANISACTURED BY. REX'SHOG CORP 
*NORZON is the registered trademark of Behr-Manning are wares ae 
Corporation to designate its electrocoated pile fabrics. ae ce Sah preg Ae 
NORZON is distributed solely by Phillips-Premier Cor- > Ew YO TY. R 
poration, Boston. A DIVISION OF DESCO 
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HOLIDAY BUSINESS 
GOOD IN PHILADELPHIA 


SHOE departments in Philadelphia 
are usually a little slower than other 
departments of a store at this time of 
year, but it seems that trends were 
a little different this year. Shoe stores 
as well as shoe departments did a fair 
amount of business. As gift items, 
shoes have not always been first in 
line, but the general business in casual 
shoes of all types and bedroom slip- 
pers in a long list of materials and 
patterns was not slow. Displays of 
bedroom slippers for gifts were fea- 
tured in shoe stores throughout the 
city. The attractive styles lured many 
a customer into the store to become 
interested in shoes as well. 

One Chestnut Street shoe store had 
an entire window devoted to the dis- 
play of bedroom slippers. There were 
large simulated gold picture frames 
suspended with bedroom slippers of 
extravagant designs perched on the 
edge. Other stores made special coun- 
ter arrangements and shelf space for 
elaborate displays of highly styled 
bedroom slippers. Newspaper ads 
also abounded with attractive slipper 
models. 

Not to be forgotten this time of 
year. is the business of satisfying cus- 
tomers with gold or silver shoes for 
formal festivities. The sandal type 
evening shoe is very popular here. 
The wedgie and low heel seem to be 
liked more by younger purchasers. 
The more sophisticated seem to pre- 
fer the high heel sandal for formal 
evenings. 

* * * 


SALES DECLINED 
IN ST. LOUIS 


RETAIL sales in St. Louis declined 
all during November and during the 
first week in December, according to 
the Federal Reserve Bank of St. Louis. 
Dollar volume declined during the first 
week in December, the bank said. to 
five per cent below the corresponding 
week in 1947, while during November 
the decline ranged from 3 to 13 per 
cent. Unit volume was off even more. 
because of higher prices this year 
than last. Shoe departments along 
with merchandisers of other commod- 
ities felt the pinch. 

However, shoe men anticipated a 
good response to slipper sales for 
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December which was predicted by 
some men’s department buyers as 
making possible a December volume 
in men’s footwear equal to that of 
December, 1947. Women’s depart- 
ment buyers were not so optimistic. 
Many of them were thinking ahead 
to Spring, 1949, and contemplating 
what degree of curtailed buying action 
their heavy inventories would 
necessitate. 

The November slump hit women’s 
departments exceptionally hard, and 
their bulging stocks of unsold foot- 
wear which they had anticipated clear- 
ing to make a place for Spring pur- 
chases were not conducive to opti- 
mism. Buyers estimated that sales were 
off by as much as 15 per cent on all 
price groups in women’s shoes for 
November, with the decline greater 
than that in the more expensive brack- 
ets and less in the lower priced groups. 

An indication of how this will 
affect retailers’ buying for Spring was 
summed up rather candidly by a buyer 
who said, “I’ve done little but look 
and wait all Fall; now I guess I'll 
just do some more of the same. It’s 
a cinch I’m going to be more cautious 
now than before.” 

* * = 


STRAPS GET ATTENTION 
IN FLORIDA 


T HE Florida Gold Coast, that part 


of the state lying between Miami 
Beach and Palm Beach, is showing 
considerable activity at this time in 
shoes which present a “new look.” 
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shoe salon 
HEEL ACCENTS 
BY LAIRD SCHOBER 


14.95 
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Focusing interest on heels, John Wan- 

amaker in Philadelphia, ran this ad 

recently pointing to the variety car- 
ried in their shoe department. 








While back treatment still holds an 
important place, there does not ap- 
pear to be so much emphasis on deco- 
rated heels. The heel may be high, 
and there are plenty of what one shoe 
man termed “skyscraper” models, but 
it is the strap which attracts more 
attention today. 

Along Lincoln Road in Miami 
Beach many interesting versions of 
the strap are on display. Milgrim is 
showing what they call the “shoe but- 
ton shoe.” This is a twin strap pump 
with tiny shoe buttons. These buttons 
are the only ornamentation. It is avail- 
able in bronze kid, black suede and 
satin. 

Delman has many new shoes this 
season. One they suggest as perfect 
for “end of the day” wear. It comes 
in black, navy or white suede, and has 
the merest trace of an anklet. Another 
is a sling pump, in black or navy 
suede, with an upward decorative mo- 
tif that leads from the open toe to the 
narrow anklet. A ladder effect is pro- 
duced across the instep by narrow 
straps. 

In the Edgar Laurence salon on Lin- 
coln Road the story is one of smart- 
ness and simplicity. The “Nikki” 
which is being well received has lat- 
ticework across the vamp. I. Miller 
has introduced a dinner shoe styled as 
the “Lady Godiva.” A very high heel 
and extremely low cut vamp give 
this a new look. 

Cowen’s are offering an ankle strap 
in a blended black and white Java 
lizard. This shoe features a platform 
sole, with crossed rather wide vamp 
straps. 

Rothman’s are featuring bronze or 
pewter as the new metallic tones. Both 
open and closed toe models are being 
shown, and for high style it is the ex- 
tremely high heel that is being well 
received in early selling. 

Burdine’s are showing open and 
closed toe, closed heel and sling pumps 
in their early season’s collection. Here 
again ankle straps are important, and 
shoe buttons have been introduced for 
decorative purposes. Bronze kid, 
suede, calf and a little patent are all 
important. 

So far prices appear to be slightly 
lower than they were a year ago in 
many of the exclusive shops. Some 
red, navy, a little bronze and gun- 
metal, with volume running to black, 
white and brown is the color picture. 
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SLIPPER SALES GOOD IN 
CHICAGO 


RET AIL shoe sales in Chicago lagged 
through most of December, with the 
greater part of the activity in walking 
and sturdy type shoes. Slipper sales, 
which began later than they have in 
many years, were good. Buying began 
to accelerate the first week in Decem- 
ber and continued at an increasing 
rate right up to Dec. 24. Men’s slipper 
sales were unusually good, and in the 
women’s end, the practical and stur- 
dier types led in demand. High style 
boudoir slippers, evening slippers, 
handbags and novelty items sold in 
shoe stores, rang up a good volume, 





but there was every indication that 
large scale luxury buying is beginning 
to wane. 

Medium heels predominate in sell- 
ing, and sales of shoes of this type are 
increasing. Suede sales are slow, but 
smooth leathers in all colors are mov- 
ing well. Reptiles are still in demand, 
particularly in bright colors. Custom- 
ers, whether buying for comfort or 
price, have not lost their enthusiasm 
for casuals. They are buying them in 
dark colors and wearing them on the 
street now, regardless of weather. This 
is true in all price ranges, but is par- 
ticularly conspicuous in the medium 
and better price ranges. Unit sales in 
some stores are almost the same as 
last year, but a fair percentage of to- 
tal sales in both November and De- 
cember is marked up to casuals. One 
retailer remarked that women who are 
buying them because of price evidently 
prefer to continue buying at their reg- 
ular store or department. Thus, they 
buy casuals at a lower price rather 
than seek less expensive regular type 
shoes elsewhere. 

Black opera pumps are leading 
sales, although sandals still come in 
for a fair share of business. More 
closed shoes are being sold right now 
than open types. Several retailers 
point out, however, that they do not 
yet consider this as acceptance, and 
that plenty of open toes will be sold 
for Spring. Open types have predomi- 
nated in resort shoes to date. 

Clearance sales began unusually 
early, with every evidence that they 
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" Alligators—unlimited," said Joseph 
of Chicago, offering these shoes in 
this attractive, eye-catching ad. 





will continue through January. Many 
of the better stores and shoe depart- 
ments began clearance sales early in 
December and continued them along 


with Christmas business. 
* * 7 


HOLIDAY BUSINESS BOOSTS 
SALES IN NEW YORK 


CHRISTMAS business began to in- 
crease sales in the New York stores 
the second week in December. With 
a few notable exceptions of stores 
which experienced a very early slip- 
per business, Mrs., Mr. and Miss Con- 
sumer took their own sweet time about 
purchasing this Christmas gift item. 
One merchant attributed this to the 
fact that this year the average con- 
sumer was not worried about the scar- 
city of merchandise and so felt no 
urgent need to shop early. 

A number of retailers were unable 
to point to any strong trend in women’s 
slipper styles at the time of writing. 
They had sold some warm and some 
pretty, dressed-up types. One style 
store noted the good response to a 
washable, knitted low sock with soft 
sole. In men’s slippers three styles 
were reported as best sellers: shear- 
lings, moccasin types and operas. The 
hand-stitched moccasin on a hard sole, 
a loafer type, is being bought as both 
an indoor and outdoor shoe, according 
to one merchant. It is being bought 
as a gift item just like a regular 
slipper. Hard soles are way ahead of 
soft soles in popularity in the general 
opinion. Socks are also selling well, 
with special demand for argyles. 

In women’s style shoes the opera 
pump still pulls business better than 
any other single style. It is selling 
in color, green, navy, grey and red 
suede in one store; green, navy and 
red calf in another. In general, the 
women’s shoe business is spotty, both 
as to volume and types selling. One 


high style merchant on Fifth Avenue 
describes his business as consisting of 
a “little of everything.” However, he 
reports his Southern resort business 
as especially good. He also has done 
very well with a plain, closed pump 
on a flat heel. He has played it up 
for wear right now up North. 
Indications are, based on conversa- 
tion with several outstandingly suc- 
cessful merchants, that it is the retailer 
who picks a few good items from his 
stocks and plays them up strongly in 
newspaper ads and other promotions 
who will be successful in brmging in 
customers during periods of slow 


business. 
* * * 


BUSINESS OFF IN 
DETROIT STORES 


SHOE business in general in Detroit 
has been discouraging in the pre- 
Christmas season, with the prevailing 
reports indicating that volume is off 
from that of a year ago—a trend that 
has persisted in recent months gen- 


erally. The situation was a little 
more pronounced than usual this 
time, because, with shoe volume 


proper at a normal seasonal low be- 
fore Christmas, comparisons looked 
especially dark because of a heavy 
drop in the sale of rubber goods. Last 
year, total store volume was boosted 
heavily for the month before Christ- 
mas by adverse ‘weather and heavy 
snow. in striking contrast to this sea- 





son’s early mildness. Shoe men here 
have been hoping for bad weather to 
aid sales, with some stores actually 
worrying about being caught with ex- 
cessive inventories of this seasonable 
merchandise. 

There were some offsetting reports 
from a few scattered stores. High 
style business seemed to be doing 
fairly well, with some individual de- 
partment and shop reports showing 
an increase, particularly on pairage. 
from a year ago. 

Typical trend in the over-all neigh- 
hborhood field was reported by the 
L. G. Haig group, a local chain, where 
an over-all upturn in the past month 
was noted, although volume was still 
under 1947. 

The slipper trade, usually counted 
on for a nice upward influence at this 
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Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


UNIT ed 
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PRODUCTS 


SUPERFIL HEEL BLACKING OF 


A New Formula for Heels and the Return of 3 Old 
and Edges Favorites 
It's NEW BOSTON HEEL SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

¢ Better Fill 
e Easier Working ¢ The preferred pre-war edge finishes. 
* Uniform Color Coverage * More wax — more fill than other edge 
° High Wax Content finishes. 
¢ Rich Mellow Lustre e We've never sold finer black and nat- 
© One or Two Set ural edge and heel finishes. 
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BB CHEMICAL CO. 


BOTTOMS * HEELS * EDGES 
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season, was generally disappointing, 
with the actual sales reported way off. 
There was one contrary report, again 
from neighborhood shops, but this 
again appeared to be a marked ex- 
ception. 

Style-minded stores reported a con- 
tinued revival of interest in some of 
the more elaborate designs of recent 
origin. Opera pumps remain an im- 
portant seller here, with unusual con- 
tinued emphasis upon black, in vari- 
ous materials. Sales in staple lines 
appeared to be off more, indicating 
that the local shoe market has reached 
normal saturation, and extra sales are 
being found mostly in the style field. 





General business conditions here 
appear a bit more solid than reported 
a month ago, when post-election un- 
certainty was the dominant note. Con- 
tinuing busic backlog of car orders 
remains an optimistic factor for De- 
troit, despite warnings of changing 
conditions from various sources, and 
the factors that have stopped produc- 
tion at times in various plants, includ- 
ing some increase in labor unrest. 

Prevailing year-end attitude of 
local shoe men is a sober confidence 


in the coming season’s business. 
oe = 


BALTIMORE BUSINESS 
DOWN SLIGHTLY 


VoLUME of business has dropped 
slightly under that of last year in Bal- 
timore stores. One shoe man ventured 
to say his business fell off from 5 per 
cent to 6 per cent. Reason advanced 
for the slump was the fact that people 
don’t have the money they had during 
the war, and buying is much more lei- 
surely. Customers are more selective 
and harder to sell. 

In the meantime, there was the usual 
pre-Christmas spurt for boots and 
boudoir slippers and numerous gift 
items related to shoes. 

Many stores held clearance sales 
with excellent results. Among them 
were O’Neill’s, Hahn’s and Hess. 

The number one popular style shoe 
was the low heel ankle strap, and one 
buyer reported that he was forced to 
negotiate for new lines, carrying this 
style to please tremendous customer 
demand. 

Pumps and baby doll pumps, low 
cut d’Orsays, plus ankle straps were 
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going very well, both in open and 
closed toe. Black suede, brown and 
green were also very good. Few wine 
suedes were promoted this fall. Black 
and brown calf came in for a good 
share of consumer interest. 

Conversations with Baltimore shoe 
people revealed that sales of casuals 
so far this year, have been much better 
than they were in 1947. Reason ad- 
vanced was the comfort they afforded. 
The demand seems to be destined to go 
on for a considerable time from all 
indications, The same can be said 
for the comfortable open toe and heel 
platform type. 

There is a current spurt, due to the 
holidays, in silver and gold evening 
slippers. 

= * = 


SLIPPERS SELL WELL IN 
BOSTON CHRISTMAS RUSH 


A HORDE of hungry shoppers, re- 
turning to their pre-1941 habit of put- 
ting off Christmas shopping until the 
last minute, stormed many of Boston’s 
shoe stores and departments during 
the. last week before the holiday, and 
made it apparent that the Christmas 
spirit was strong even though con- 
tents of the pocketbook might be 
somewhat on the weak side. 

Slippers, of course, came in for the 
greatest attention. Of these, slippers 
for children contributed easily the 
largest pairage and sold in large lots 
not only in basement departments 
but upstairs as well. and at prices 
which included a normal markup. 
The same applied to shoe stores 
which, however, had not stocked these 
items to the extent they are wont to 
do. In women’s footwear of this type. 
interest was divided about fifty-fifty 
between boudoir slippers in pastel 
colors, many of them beautifully 
decorated in contrasting colors. and 
the lineal descendant of the old-fash- 




















Hess in Baltimore call this shoe "The 
Clinging Vine," and well they might, 
for femininity is its obvious attribute. 


ioned carpet slipper, designed wholly 
for comfort and warmth. Men’s slip- 
pers contributed the least to the unit 
volume, merchants reported, though 
they were more than encouraged by 
the fact that there was little resistance 
to the prices asked for men’s dressy 
types in leather. Although plain 
colors sold by far the fastest, there 
was some demand for two-tone effects. 

Protective footwear also has been 
selling well in this city, as well as 
throughout New England, following 
the first snow of the Winter, particu- 
larly heavy in the northern part. 
Overshoes and boots, the former 
usually bought by the older-age group 
and the latter by the teen-agers, were 
in demand for several days prior to 
Christmas week. Men’s needs were 
satisfied with storm rubbers and 
buckled overshoes. 

Although regular shoe business has 
been a bit on the slow side, analytic- 
minded merchants are beginning to 
believe that the period of active price 
resistance has ended. They base their 
belief on the increasing number of 
women, particularly, who refrain 
from walking out after a tour of com- 
parison shopping. These merchants, 
all of them handling high grade shoes, 
deduce from this that, while pros- 
perity is definitely not just around 
the corner, their women customers of 
other years and times can be depended 





on to return when they feel the need of 
new shoes and that they will pay the 
pzice asked. Old customers who have 
been absent for many months, they 
report, are beginning to come back. 

Smooth leathers are selling better 
kere, and the best color, as reported 
by stores in every grade, is black. 
Suedes are not selling as well as they 
did during the late Fall. Reptile 
leathers in high colors are described 
as fair, a curious trend since Boston 
is, or at least has been in other years, 
very conservative in its tastes. A wide 
variety of patterns is noted and in an 
equally wide variety of prices. Sum- 
mer styles holding over into the Win- - 
ter are the open-toe sling backs de- 
spite the weather, though they by no 
means lead the procession. Probably 
the best selling pattern is the pump 
with little adornment, and closed toe 
shoes are also in the running. 
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Shoe Man Delegate to 
Mexican Conference 

TEERE HavuTe, INp.— Herman D. 
Becker of the Ben Becker Shoe Com- 
pany, here, flew to Mexico City last 
month as one of 10 delegates to the na- 
tional convention of the Mexican Junior 





pe 


Herman D. Becker (right) with the 
Queen of the National Convention of the 
Junior Chamber of Commerce held in 
Mexico City, and Paul D. Bagwell, presi- 
dent of the U. S. Junior Chamber. 


Chamber of Commerce and a meeting 
of the Jaycee international relations 
committees of this hemisphere. Mr. 
Becker is also vice-chairman of the in- 
ternational relations committee of the 
U. S. Chamber of Commerce. 

On his return, Mr. Becker stated, 
“The conferences clearly indicate that 
the entire membership and spirit of the 
Junior Chamber of Commerce with its 
‘young men in action’ is the same the 
world over and that young men of the 
world, no matter what country they 
come from, have common problems and 
common interests, particularly in the 
building of sound peace and prosperity.” 
One of the important conclusions of the 
conference was that the prosperity 
and welfare of one country and peace 
depends upon the peace and prosperity 
within other countries, he reported. 





Salon-Fype Department 
Opened in Penney Store 


Casper, Wyo.—The first semi-salon- 
type women’s shoe department to ap- 
pear in a J. C. Penney Co. store has 
been installed here as part of a remod- 
eling and expansion project just com- 
pleted at the Casper Penney store. 
Gene Buckner of Penney’s construc- 
tion department, who was in Casper 
supervising the remodeling, said the 
new shoe department is not only the 
latest word in design but is the first of 
its type to appear in any of the firm’s 
more than 1,600 stores over the coun- 
try. He plans to incorporate it in 
many Penney stores in the future. The 
new shoe department is located on the 
main floor and contains sections for 
men, women and children. 

Built-in alcoves with indirect light- 
ing are provided in the wall fixtures, 
along with deep carpeting and modern, 
upholstered single chairs which can be 
rearranged at will. Most of the stock 
is carried behind the wall of fixtures. 
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Don’t forget to check your 
stock of... 


| SANDALS 





_ Order and stock from your 
| Snug Fit Distributor Today. 








CLOGS 





FOOTHOLDS . 





_TINGLEY-RELIANCE RUBBER CORPORATION 
| RAHWAY, NEW JERSEY 
ETI 





Manager of the shoe department will 
be Blain G. Tucker, who began his 
career with Penney’s at Price, Utah, in 
1939, when he was in charge of men’s 
clothing. He entered the Armed Forces 
in 1943, and recently resumed service 
with Penney’s in Casper. 

J. T. Jacobs, recently transferred to 
Casper from Provo, Utah, will be sec- 
tion manager of the shoe department 
and the men’s store. He was formerly 
assistant manager at the St. George, 
Utah, store, serving from 1940 to 1943 
when he entered the Navy. He joined 
the Provo store staff as a department 
manager in 1946. 


Dividend Declared by 
Edison Bros. 


Sr. Lovis—At a recent meeting of 
the board of directors of Edison Broth- 
ers Stores, Inc., a quarterly dividend 
of 37% cents per share on the outstand- 
ing $1 par value common stock was 
declared payable Dec. 13, 1948, to the 
stockholders of record at the close of 
business Nov. 30, 1948. 

At this meeting the board also de- 
clared a quarterly dividend of $1.06% 
per share on the outstanding shares of 
4% per cent cumulative preferred stock, 
par value $100 per share. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Mexcfoctercve and Markets 


Chicago 

SLOWING retail shoe sales throughout December have 
put the brakes on any heavy orders at the manufacturing 
and wholesale end in the Chicago area. Business for the 
past month has been chiefly on a fill-in basis with retailers 
holding off on any additional large Spring orders. There 
has been a minimum of cancellations on orders written 
at the National Shoe Fair, but the expected follow-up 
business has not yet come through. 

Opinion, however, is general that Spring business will 
be good. Although retail stocks are high, they are not 
abnormally so if viewed from the standpoint that business 
is now operating on a prewar basis. Some retailers are 
heavily loaded with suedes and have found they were 
both late in beginning to move and slow in moving after 
they started. They will figure heavily in clearance sales, 
which began early in December, interestingly enough in 
the better stores and salons. 

The trend toward increased demands for lower or med- 
ium priced shoes continues. This was noted specifically 
at the recent monthly show of the Shoe Travelers of 
Chicago. Attendance at this show hit an all-time low. 
Buyers who did attend were definitely seeking shoes in 
the lower price groups, and houses in this category did a 
good business. Also significant is the fact that retailers 
are showing less inclination to place any sizable orders 
unless the salesman calls at the store. They are little 
concerned about merchandise and more interested in 
demanding service. 

The fact that the trend to medium heels is well estab- 
lished is about the only clear phase of the entire fashion 
picture. Spotty reports on the open and closed shoe ques- 
tion are keeping manufacturers guessing. Some retailers 
claim that open toes are going out of the picture, others 
insist that there is consumer resistance to closed toes and 
that it would be foolish not to regard them as of prime 
importance. The confusion in retailers’ minds has helped 
to retard placing of Spring orders, some manufacturers 
believe. 


St. Louis 


DELAY in Spring buying by retailers, manufacturers 
point out, may complicate on-schedule deliveries next Spring 
when the merchandise is needed. This can come about, 
the producers say, by a concentration of orders in a short 
interval, making for peak and valley production periods, 
with the result that “last in” orders probably cannot be 
delivered at the time the retailer wants the footwear for 
his store. The only solution to the problem, a number 
of manufacturers have stated, is a more realistic approach 
to retailer buying. 

Manufacturers also contend that postponement of orders 
has an important bearing on leather costs because such 
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delay forces many manufacturers into the materials market 
simultaneously, thus stimulating prices to higher levels. 
While a number of novelty manufacturers thus voiced 
a rather gloomy outlook in the December period, others 
expressed a belief that the Spring business potential stil 
was good, and that, although the bulk of orders doubtles 
would not come in until late. there was no reason for ne 
looking into the future with optimism. 

Bright spot of the market is the casual field. Manu- 
facturers of this type of footwear are finding no dearth of 
orders. Instead, many of them report a heavy backlog, 
with the number one problem that of filling them. Further 
optimism is noted, not only among manufacturers of 
casual footwear, but generally, from reports that orders 
which have been placed for next Spring delivery are in 
many instances larger than at this same time a year ago. 
This, however, some producers explain, is due to the fact 
that retailers are buying more heavily in some lines and 
cutting down in others. 


New York 


Propuct ION for Spring is picking up in the New York 
market. Manufacturers are operating at or near normal 
seasonal production levels, and are working on January and 
February orders. As reported before, shoes are opening up 
for Spring, but closed shoes with various open interpreta- 
tions are being made too. There’s not much talk about 
price resistaonce, but there’s a feeling that it underlies the 
attitude of caution, now so thoroughly prevalent in the 
industry. Buying continues to be conducted on a short 
commitment basis, primarily because of the uncertainty 
of the general business situation. It’s a “let’s play our 
cards close and wait to see what will happen” attitude. 

Many manufacturers believe that the shoe industry 
today is returning to the normal condition of competition 
and seasonality. However, since the industry is still in 
what might be described as a “transition” period, these 
conditions are not yet fully realized. It’s somewhat like 
a spinning half-dollar which is beginning to slow down, 
and does a lot of preliminary wobbling before it settles. 
For instance, there’s the controversy between open and 
closed shoes. Several manufacturers state that both are here 
to stay. In the long run, the consumer will decide on what 
place these shoes will take in her wardrobe. One manu- 
facturer said, “The demand for open shoes is greater than 
ever before, but the question of closed and open is still 
controversial. It depends on the direction which the 
retailer himself wants to go. The manufacturer is on his 
mettle today more than he’s ever been.” Another manu- 
facturer had this to say, “Closed shoes are more in demand 
now because they are a new fashion. Later on, when they 
cease to be a novelty, there will be a change back to open 
types, but this does not mean that closed shoes will pass out 
of the picture. The opera pump, for example, is def- 
initely here to stay.” 
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New Line Presented in 
Joseph Stores 





Chicago.—Mr. and Mrs. Irving Joseph 
and Mr. and Mrs. Charlies Julianelii, 
photographed together at the opening 
presentation of Julianelli Shoes in the 
Joseph stores. Picture was taken in the 
Joseph Michigan Avenue salon. Members 
of the fashion press were present at the 


opening. 





Footwear Output Down 
In October 


WASHINGTON, D. C.—Shoe and slip- 


per production in October was 39 
million pairs, according to the Bureau 
of the Census, Department of Com- 
merce. This output was 7 per cent 
under the 42 million pairs produced in 
September and 17 per cent less than 
the October, 1947, production of 47 mil- 
-lion pairs. The decline from Septem- 
ber production is in contrast to the 
gains experienced in October of 1947 
and 1946 and has the effect of almost 
leveling total 1948 production to date 
to the total produced in the first ten 
months of 1947. 

Footwear shipments in October, ap- 
proximating 40 million pairs, were 
valued at $148 million, an average value 
of $3.71 per pair shipped. In Septem- 
ber, the average value per pair shipped 
was $3.75 and in October, 1947, it was 
$3.64. 





Leases Shoe Department 
In Specialty Store 


Enpicott, N. Y.—Forest H. Wise has 
leased the shoe department at Esther 
Immerman’s, women’s specialty store, 
115-117 Washington Ave. For the past 
three years Mr. Wise was associated 
with the shoe department of Julius 
Garfinkel, Washington, D. C. Prior to 
that he was assistant buyer of women’s 
shoes at Younker Brothers, Des Moines, 
Iowa, before serving in the armed 
forces during World War II. 

The shoe salon at Esther Immer- 
man’s, previously leased to the B. & E. 
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JANUARY & FEBRUARY 


TO OBSERVE OUR 


79th Anniversary 


B-2200: Women’s White Elk 
stitchdown Bicycle Oxford, with 
no-marking sole. 


. 


B-2201: Same in 
Brown Elk. 


B-2202: Same in 
Black Elk. 


Sizes: 4 to 10, Widths: C, 
EE. 


Sold in regular dozens only 


Write 


for illustrated circular 
of Men’s, Women’s 
and Children’s shoes. 
It will be of great in- 
terest to you. 


Dering the Meaths of Janwary ond February 


we offer many items from 10% to 20% less 
than regular prices in honor of our founder, 
C. W. Marks. Sale closes February 28th. 


0 house every Live Retailer should know 






C. W. Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 


Established 1870 











Shoe Co., Troy, N. Y., has been re- 
decorated with gray and mulberry 
striped wallpaper and plain areas of 
mulberry painted walls combined to 
give a modern effect. Minor changes 
have been made to fixtures. 

Mr. Wise is featuring half a dozen 
well known brands of women’s shoes 
ranging in price from $8.95 to $17.95. 
Much attention is being given to in- 
terior and window displays which em- 
phasize the high-styled and quality of 
the lines sold. However, Mr. Wise is 
concentrating pairage in the medium- 
price bracket. 


New Shoe Department Opened 


MANHATTAN, KAN.—One outstanding 
feature of the new Montgomery Ward 
store here, is the modern shoe depart- 
ment, managed by Thomas Llewellyn, 
who has been with Montgomery Ward 
in the shoe field for two years. 

The shoe department is situated near 
the rear. Customers are drawn to this 
department by the neat appearance it 
displays and by the 24 inviting chairs 
made for customer comfort. The chairs 
are of light walnut, with orange leath- 
erette cushions. The floor is carpeted 
with brown broadloom. 
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Installing an Inventory System 


[CONTINUED FROM PAGE 43] 


“We will start with this slip. At the top you have a 
space for the customer’s name and address. You can 
understand how useful this is to a store that keeps an 
active mailing list. In addition, since yours is a chil- 
dren’s business, you will also have spaces for the child’s 
age and birthdate.” 

“Why age and birthdate?” Joseph wanted to know. 

“You will want to do everything in your power to 
keep the children coming back to your store. If you 
send them birthday cards, or better yet, if you send 
them cards asking them to come into your store on their 
birthdays to get some nice but not too expensive birth- 
day present, will they or will they not be better custom- 
ers in the future?” 

“It certainly is a good way to promote business,” 
Joseph said. 

“Tt is,” Mr. Hultz agreed. “Now you also have a 
space where you mark the date of the sale. This date 
serves two purposes. You can check it on your mailing 
list to see when the last sale was made. If too long a 
time elapses between sales, you can phone or write the 
eustomer to see if there is some reason for this lack of 
interest in you and you can try to do something to get 
the customer back. Another thing, in the children’s 
business, you can write the customer after two or three 
months suggesting that she bring the child in for a free 
check-up to make sure that the shoes are still long 
enough. You not only impress upon the mother your 
earnest desire to keep her children correctly fitted, but 
you have a chance to make more sales.” 

“T'll bet a store could build a terrific children’s busi- 
ness with that free check-up,” Joseph said. 

“T'll bet it could,” Mr. Hultz agreed. “Only like all 
other good things, it works as long as you work with it. 
You can’t get lazy in business. When you start some- 
thing, you have to keep plugging at it. 

“Now on this slip you also have a space for the brand 
name, the stock number, the size, the selling price, and 
the cost price, all of which information is marked on 
the slip the day the shoe comes into stock. The slip is 
placed in the box. When the shoe is sold, the rest of 
the information, such as customer’s name, date, and so 
on, is filled in and you have a complete record of each 
sale made.” 

“How about if there’s some special information you 
might like to get,” Joseph asked, “such as, the customer 
might need arch supports, or she might be the kind that 
always wants fancy shoes for her children, or some- 
thing like that?” 

“Yes, that’s a good idea,” said Mr. Hultz. “You might 
have a space for remarks or you could write them on 
the back of the slip. For that matter, you might write 
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something that the customer said or did so you could 
look up the information next time she comes in and 
impress her with your memory and even more with your 
interest in her. She will be happy that someone is in- 
terested enough in her and her problems to ask how 
little Herman’s broken leg is coming along.” 

“That would be good,” Joseph said. “And with my 
poor memory | could use a system like that.” 

“We all could use a lot of things we don’t use,” Mr. 
Hultz said. “Which is one big difference between the 
successful businessman and the unsuccessful. The busi- 
ness is there. Every man gets his share according to 
how much he uses the things that are there to use. You 
get me?” 

“I get you.” 

“Good. Wait on this customer. And just for prac- 
tice, see how friendly you can get with her. See how 
much information she will give you that you can file 
away for future reference. We'll start learning to use 
our filing system right now.” 





For the Young Folks 





Four fabric play sandals for the young customer, all with 
rubber soles, showing the variety obtainable from manufac- 
turers of rubber footwear. Left to right: Two colors in a one- 
strap model with wedge sole; Ball Band from Mishawaka. 
Child's Posture T-Strap, closed toe, with Posture Foundation 
feature; Hood and B. F. Goodrich. Gay plaid fabric in an 
open toe T-Strap model; U.S. Rubber. Sabot strap play shoe 
in red or blue, with white embroidered anchors; Kleinert. 





New Family Store Opened 


Detroit, MicH.—A general family type shoe store 
under the name of Murray’s Shoes has been opened 
at 16394 East Warren Avenue by Morris Fine and 
Rose Nathanson, both formerly with various local shoe 
stores. The store has no connection with the older 
Murray’s Shoes, formerly operated on West Warren 
Avenue. 
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Jay Greene Made Buyer 
For West Coast Stores 


San Dreco, CaLtir.—Jay S. Greene 


recently succeeded Nat Slepyan, now in 


business for himself, as buyer for Far- 





JAY S. GREENE 


ley’s, Inc., of San Diego and Santa 
Monica. Mr. Greene was formerly buyer 
and manager for two stores in Beverly 
Hills and Palm Springs, after which he 
became West Coast representative for 
the Thomasetti Shoe Co. of Missouri. 
He then took a position with the Cali- 
fornia Pacific Shoe Co. in San Fran- 
cisco with a tie-in with Marann from 
Boston. Immediately before becoming 
associated with Farley’s, Mr. Greene 
was with C. H. Baker. 





Shoe Man Celebrates 
Golden Wedding Anniversary 


CINCINNATI — Hundreds of friends 
and former associates in the shoe busi- 
ness helped Mr. and Mrs. James W. 
Cowen, Sr., celebrate their golden wed- 
ding anniversary here recently during 
an open house the Cowens held at their 
home from 5 to 9 p. m. The occasion 
was a double anniversary for Mr. 
Cowen, who also celebrated his 78th 
birthday on the same date. 

Retired for about 10 years, Mr, 
Cowen was formerly a shoe traveler in 
the Midwestern states including Indi- 
ana, Illinois and Ohio for the Sullivan 
Shoe Co. His son, James W. Cowen, Jr., 
is a salesman for Moulton-Bartley, Inc., 
St. Louis. 


Shoe Man Opens Two 
New Stores 


DetTroIt—David Katt, owner of El- 
liott Men’s Shoes on Woodward Avenue, 
is opening a new downtown store at 281 
Gratiot Avenue, under the same name. 
Mr. Katt also opened a new second floor 
shop on Griswold Street a few months 
ago, carrying both men’s and women’s 
lines, under the name of Sample Shoe 
Mart. His brother, Samuel Katt, will 
continue to manage the original Wood- 
ward Avenue store. 7 
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* ACROBATIC 
SANDAL 








—FZatak-(Myaleors. te tha Vow Gorahation 


@ Deluxe pleated soft toe ballet 
in black or white kid, unlined. 
I aii Dec itkhies mnidi bas 
Same, lined, style 1 


Full sole student ballet (not illus- 
trated) in black or white kid. 


Unlined, style 11... ...... ...$1.90 


@ New, 
construction, Prima over 
“Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 842/12, one width. . . .$2.50 
Misses’, 1212/3, A & C widths. $2.75 
Girls’, 32/9, AA & B widths. .$3.00 


@ Acrobatic sandal in fawn, black, 
white or red suede, style 1... $0.75 


PRIMA, Ine. 
705 Ann Street +. Columbus 6, Ohio 































light - weight 
the toe . 


improved 


There is a service charge of 15¢ per pair 
on orders for less than 12 pairs of a 
style. Terms—net 30 days. 


* HANDMADE - HAND-LASTED 









Opens Shoe Department 
In Youth Shop 


Monroe, La.—John F. Kelso, former 
ladies’ and children’s shoe salesman, 
buyer and merchandiser in the Palace 
Store, has joined his wife, Mrs. Ruth 
Kelso, as owner and manager of Kelso’s 
Youth Shop, 108 St. John Street, a local 
shoe and clothing store. 

The shoe department has been en- 
larged and new equipment such as new 
chairs and fitting stools have been 
added. Mr. Kelso personally supervises 
the fitting of children’s shoes, and of 


clothing for larger boys. The slogan of 
the store is “Keep Kiddies in Kelso’s 
Kicks.” Sizes available are those for 
infants up to children who have reached 
the age of 10. 

Mr. Kelso, native of West Tennessee, 
started in the shoe business in Cleve- 
land, Miss., several] years ago. 





Men’s Store Adds Shoes 


MORRISTOWN, TENN.—Shoes will be 
stocked by Reese & King, a new men’s 
store in this city, according to Paul 
Reese and James King, owners. 
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Shoe Man Opposes Socialized Medicine 


inherent objection to being ‘fenced in.’ ” 
Though he went on to say in his At- 
lantic City speech that he preferred to 
“discuss the subject from a voluntary 
basis rather than the contractural basis 
of responsibility or obligation,” Mr. 
Rand feels that it is a duty of indus- 
try, civic leaders, public spirited citi- 
zens and the believers in the system of 
free enterprise to let the public know 
the part that industry has played vol- 
untarily in raising the health standards 
of the nation. 

“Industry has been directly re- 
sponsible for the training of the indus- 
trial physician,” Mr. Rand reveals. “It 
is probable that there is not a medical 
director of a large industry in America 
who was trained primarily for his job. 
He developed from his experiences in 
industry, from the ranks of general 
practitioners, surgeons and internists. 
Because of the multiplicity of medical 
problems, no industrial physician is 
capable of rendering all the specialized 
medical services needed by industry. 

“Fortunately, in the metropolitan 
areas where there are medical schools, 
there is an abundance of excellent hos- 
pitals and specialists; but due to the 
maldistribution of talent and facili- 
ties, rural communities are lacking ap- 
preciably in their share and industrial 
medicine has not reached the same de- 
gree of development that it has in the 
larger cities. 

“In many small communities a single 
industry is the mainstay and is re- 
sponsible for the economic, social and 
health development of that community. 
The effect in this size community is 
relatively magnified, for in the event 
that economic conditions are such that 
industry cannot continue to exist there, 
the community as a whole suffers. 

“Consequently, one of the great re- 
sponsibilities of industry is to struggle 


[CONTINUED FROM PAGE 42] 


to maintain itself in adverse times and 
by so doing prevent the community 
from suffering disaster. However, re- 
sponsibility does not rest solely upon 
industry as a whole, but upon each in- 
dividual constituent as well.” 

A major contribution of industry to 
the health and welfare of America, Mr. 
Rand emphasizes, has been its raising 
of living standards. 

In stressing industry’s willingness to 
assume responsibility for its employees’ 
health and their families, Mr. Rand 
declares that it is and should be shared 
with the medical profession, hospitals 
and medical schools. “Medical schools,” 
he says, “should explore all available 
opportunities for instruction in the spe- 
cial techniques regarding industrial 
medicine and hygiene so there will be 
an adequate supply of well trained 
physicians available. Physicians work- 
ing in the industrial field are highly 
competent in their own special func- 
tions or jobs; but they are too few in 
number.” 

In addition to financial backing Mr. 
Rand points out, business and industry 
contribute voluntarily a large number 
of public spirited citizens who serve as 
trustees. These are largely made up, 
he says, of lawyers, business leaders, 
public officials and newspaper editors, 
men of high intellectual capacities and 
discipline who would serve no earthly 
purpose-in a federally supported and 
federally directed hospital. 

The solution which Mr. Rand vigor- 
ously proposes is a resurgence in the 
belief and action of the free enterprise 
system. “We need intelligent, ad- 
venturous businessmen who know the 
fundamental facts of democratic free 
enterprise,” he says, “men who are will- 
ing to wage the fight in order to win 
the high standard for ourselves and 
perhaps freedom for the world if we 


can by keeping our own nation strong 
and healthy in the capitalistic economy. 
That is our great opportunity. Our 
prosperity depends on our economic 
vigor, our freedom and ability to buy, 
to sell, to rent and to lease. 

“We suggest, relative to federal aid, 
that it be discontinued wherever pos- 
sible by the states and local communi- 
ties for the obvious reason that these 
seductive offers by the federal govern- 
ment inevitably carry federal super- 
vision. One by one our inherent, in- 
alienable and constitutional rights are 
being unwittingly surrendered, more 
and more power is being assumed or 
bought by our Federal Government— 
and this leads to dictatorship as was 
exemplified in Nazi Germany.” 

Mr. Rand is sharply critical of the 
great clamor for security. “Except for 
some form of protection for the aged,” 
he says, “security is a liability, not an 
asset. Security is responsible for the 
accepted belief and axiom that ‘a rich 
man’s son is worthless.’” But more 
than that, Mr. Rand feels that federal 
security will entail federal supervision. 

“If not burdened with confiscation 
taxes, business leaders from industry 
can, with others, if permitted, work 
out a solution of our health problems 
for the reason, as indicated, that they 
have the ability and interest, which 
means the will to achieve and succeed 
in: production for the very nature of 
free enterprise with its sound incen- 
tives produces an inventive economy. 
Therefore, we urge that the related in- 
ducements of our voluntary hospital 
system be fervently protected by our 
people, by our Congress, and by our 
courts. Otherwise we shall lose the 
inducements of our inventive economy 
and diminish the potential of free 
enterprise.” 





Normal Reaction, Or Boom’s End? 


for what lies ahead, since conditions are so very differ- 
ent from what they were, for example, just prior to the 


crash of 1929. 


Boom times are not necessarily to be regarded as 
normal business any more than depression times. It is 
difficult to say at this time what will constitute the 
normal level of business for the period that lies ahead. 
Probably one man’s guess is about as good as another’s. 
But of some things we can be certain. The norm of the 
future won’t be the peak of a boom nor will it be the 
deep valley of depression. It will undoubtedly be a 
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period when a lot of people are making money. It may 
also be a time when some are going broke. In boom 


times everybody prospers; as conditions flatten out 


tain of a safe landing. 


toward normal. competition gets tougher. sales resis- 
tance appears: some businesses can’t stand the pace. 
but the majority keep going and show a profit. It looks 
tc us like we might be approaching that kind of a nor- 
mal; if so, it’s up to every executive who is piloting 
a business at the beginning of 1949 to figure out where 
his firm is heading and what he has to do to make cer- 
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7 use separately or in league with each other. Fashion has turned to 
the early nineteenth century for inspiration and Avds4en makes the 


revival of shoe styles of that period authentic. The half 








and half, the spat, the upper and heel contrast are all 
ways to join a pair of hidshin finishes. To achieve the 
elegance, the interest, the feeling of the past period, 
Suede Kid is allied with smooth or metallic finishes. 
Suede, Glazed, Black Pearl and Bronze Kid + STANDARD Division 
Maracain, Glazed and Bronze Kid « + + New CASTLE Division 


Gold, Silver, Jubilee Metallic Kid « « + « « STERLING Division 


Glazed, Velvo and Bronze Kid © * « « ¢ MCNEELY Division 


# © 


ALLIED KID COMPANY 





BOSTON © NEW YORK © WILMINGTON © PHILADELPHIA © CAMDEN 


January |, 1949 63 











Store Conducts “Business as Usual” 


ments are separated by a center cabi- 
net, containing shadow boxes, all of 
matched white oak. An innovation in 
the store is a number of flower boxes, 
with live plants, between the shadow 
boxes. Much comment has been made 
by customers on the flowers as well as 
on the store’s interior, Mr. Axtell said. 
Four shadow boxes are in the children’s 
department, and five boxes in the 
women’s section. 

Another improvement made by the 
remodeling program is a lower ceil- 
ing. It was lowered from 16 feet to 
13 feet. In the men’s section it was 
lowered to 9 feet. 
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The outside wall in the men’s depart- 
ment is made of genuine California 
redwood siding, placed on end. The 
mens section has an atmosphere all its 
own, masculine and relaxing. A quiet 
atmosphere prevails here, too, and the 
chairs, with blue plastic upholstery are 
inviting and restful. Fitting stools are 
chrome with plastic seats. Benches are 
covered with brown plastic. 

The new store, through which flush 
lighting prevails, is 25 feet wide and 
60 feet long. The curved line effect 
leaves no dark corners. All stock is 
concealed. This makes for easier han- 
dling of customers than under the old 


arrangement. The concealed stock is 
in a room opening off from the chil- 
dren’s department. 


Mr. Axtell, manager, has been in the 
shoe business for 23 years. He was 
with A. R. Springer at Payne’s shoe 
store for 14 years, and rejoined Robin- 
son’s two months after they purchased 
Payne’s in 1947. Robinson’s Kansas 
Shoe Company, Kansas City, Missouri, 
purchased the store from Mr. Springer 
in February, 1947. A. R. Springer pur- 
chased the store 40 years ago from 
Payne’s who started it back in pio- 
neer days. 





Argentine Shoe Industry Growing 





Tonsa, S. A., famous Buenos Aires shoe store, founded by an American, Irving A. 
Tow, who now has a chain of stores covering Argentina. 


BUENOS AIRES, ARGENTINA—Argen- 
tina is currently using approximately 
98 per cent of native tanned leather 
for her shoe industry; the remainder is 
imported. The domestic market ab- 
sorbs practically all of the country’s 
production. 

Women’s shoes are now selling in 
Buenos Aires stores at an average of 
49 pesos per pair; men’s footwear 
around 65 and children’s shoes at 30, 
with prices steadily mounting to keep 
pace with rising production costs. In 
general, a high standard of quality is 
being maintained. 

In nearly every case American styles. 
in varied forms, have been fitted into 
the pattern of the Argentine shoe in- 
dustry to suit the needs of indiivdual 
manufacturers. Apart from price con- 
sideration and other factors, American 
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shoes have never been in great demand 
here, for the simple reason that Amer- 
ican lasts are not adapted to the Latin 
American foot. 

No serious approach has yet been 
made toward standardization of medium 
or top quality shoes. In view of this 
fact, it seems logical to expect that 
capital invested in an American-oper- 
ated shoe plant in Argentina would pay 
handsome dividends, since standardiza- 
tion of any product tends to level out 
consumer prices. 

Practically all the machinery used in 
Argentina’s shoe factories is American- 
made. Some of it is leased to plant- 
owners; the rest of the equipment is 
purchased outright. 

Women’s shoes are usually cemented, 
tacked, machine-sewn, except in a few 
small outfits where the work is done by 


hand. Ninety per cent of men’s foot- 
wear is welted. Of Argentina’s total 
plants, approximately 80 per cent are 
located in or near the capital, the re- 
mainder being in Buenos Aires province 
or in the northern cities of Rosario or 
Cérdoba. 

Latest available annual production 
statistics show: Women’s shoes, 5,378,- 
696 pairs; men’s shoes, 3,187,498; chil- 
dren’s shoes and sandals, 2,275,606; 
baby shoes, 1,846,888; cheap leather 
shoes, 2,081,141; alpargatas, 44,756,407; 
leather soles and cloth tops, 4,545,407; 
vulcanized rubber, with cloth tops, 15,- 
282,784; and rubber shoes, non-vulcan- 
ized, cloth tops, 1,725,507. 

The Tonsa Corporation (trade name: 
Tonsa, S.A.), founded by an American, 
Irving A. Tow, more than two decades 
ago, owns the biggest chain of shoe 
shops (53) in Argentina, covering the 
entire republic, and claims to be the 
largest seller of footwear in South 
America. 

Tonsa’s main store is located on Calle 
Florida—frequently called the Fifth 
Avenue of Buenos Aires. It’s a four- 
story building and, apart from the high 
quality of the merchandise offered to 
the public, Tonsa has achieved nation- 
wide and international fame because of 
its attractive show windows. 

In recent years, Tonsa’s window dis- 
plays have won recognition at home 
and abroad. One of the firm’s prized 
possessions is a gold medal awarded in 
January, 1945, by the Selby Shoe Co., 
Portsmouth, Ohio, for the best windows 
of Physical Culture shoes. 





Canadian Store Moves 


BELLEVILLE, ONT. Vermilyea’s 
Shoe Store, Belleville, was recently re- 
moved from 264 Front Street to 231 
Front Street. The new store is larger 
than the former one and is bright and 
attractive. Vermilyea’s Shoe Store has 
a history of 60 years in the city of 
Belleville, catering to the entire family 
in footwear. 
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Come in With 
Your Dukes Up 


[CONTINUED FROM PAGE 46] 
walls and all chairs and fitting stools. 
Height has been achieved by the use of 
a cove-arch, green and yellow ceiling, 
with indirect and spotlight illumina- 
tion. Shadow boxes also contribute to 
the illusion of space, and pictures of 
celebrities and friends placed inside 
them help to focus attention on the lat- 
est style shoes. The remaining wall of 
the store is lined with shoe stock which 
is supplemented by a rear stockroom. 
The Starks sell Stacy-Adams shoes, and 
will take make-up orders on request. 


One of the outstanding features of 
the store is the large, blow-up picture 
of the sport in season, placed at the 
rear of the store, capturing a dramatic 
moment in the prize ring or on the 
gridiron. 

Morty Stark is the shoe man of the 
family, having been in the business for 
25 years. He was formerly with Saks 
Fifth Avenue. Freddie, on the other 
hand, has been the sportsman, and this 
explains the sports clientele. He was 
once co-manager with Harold Scadron 
of Freddie Apostoli, former middle- 
weight champion of the world. When 
the war came, he enlisted in the U. S. 
Marine Corps, and was on Guadalcanal 
in the tough, early days of that cam- 
paign. It was here that Freddie, then 
Sergeant Stark, caught the attention of 
Dan Parker, sports columnist of the 
New York Daily Mirror, for his work 
as a fight promoter on the island. Bat- 
tles and air raids didn’t postpone 
Freddie’s bouts, and the fights usually 
went on as scheduled. Parker called 
him the “Mike Jacobs of the Solomons.” 
Freddie was also a restaurateur. He 
owned the Bagatelle restaurant at one 
time, and in his day it was known as 
the “Small Toots Shor.” 

Since Freddie has done well in the 
fight-glove leather business, he should 
have no trouble, with the able help of 
his brother, to make a success of the 
shoe leather business. 


Pattern Maker in 
Business 50 Years 


Boston—A golden anniversary is 
being celebrated this year. Walter M. 
Whittemore, 16 Lincoln Street, Boston, 
has been in the shoe pattern making 
business since 1898, when he became a 
partner with his father, W. E. Whitte- 
more. 

The business, started in 1863 by an 
uncle of the senior Mr. Whittemore, is 
considered the second oldest in Boston. 
There was one other pattern maker in 
Boston at that time, although records 
do not indicate who that artisan might 
have been. 

While the machine age has overtaken 
the modern pattern maker, Mr. Whitte- 
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kitty kelly is only one of the mony 
progressive-minded shoe salons that have 
recognized chairmasters’ ability to stimulate 


sales. Custom made to meet your rigid specifications, 
chairmasters are durable, guaranteed and available in 
36 popular pastel shades. 


4451 THIRD AVENUE - NEW YORK 57, N. Y. 





Style No, 2202A 


WRITE OR WIRE FOR CATALOG AND PRICES OF OVER 30 STYLES OF CHAIRS 
I 2 ORRIN HR 


more is, from information received, the 
“only plant for making hand-made shoe 
patterns in this country.” 


Becomes Owner of 
Health Spot Store 


ELIZABETH, N. J.—George E. Block, 
who has operated the Health Spot Shoe 
Shop, at 262 North Broad St., Eliza- 
beth, for the New Jersey Health Spot 
Shoe Stores, Inc., of New Jersey, for 
the past eight years, has become sole 





owner, having recently purchased the 
complete interest. 

Mr. Block has owned and operated 
several shoe stores in various commu- 
nities in Northern Jersey and is well 
known throughout the industry. For the 
last twenty-five years he has special- 
ized in fitting orthopedic footwear. 

Mr. Block states there will be no ma- 
jor change in the policy of the store 
as conducted in the past, and he will 
continue to sell Health Spot Shoes for 
men, women and children. 











No “blood and thunder" . . . Parents, churches and 
school groups revolt against it... our comics are the 
kind you would not mind your own children reading. 








Write for information concerning our monthly delivery schedule 
which will enable you to get a series of new subjects each month in 
minimum quantities. This means you will always have a fresh stock of 





new subjects for the kids. 











HEADQUARTERS Since 1901 for Good-will Creating Toys 


Call or 


Write for 


Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 








nc Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. 11 


Catalogue 


and prices 











Shoes in 


the News 





STYLEFUL shoes for the juvenile customer are becoming 
more and more the order of the day, and the appearance 
of features adapted from the women’s lines is no longer 





Ankle strap baby doll in 

children’s sizes, with inter- 

esting high quarter; Bay-Bee 
Shoe Co. 














a novelty. Particularly good in children’s shoes have been 
the popular strap styles which are featured in adult shoes. 
Made in attractive young patterns, these, althongh deriving 





Double cross strap pattern 
in a pink elk sandil for in- 
fants’, available also in blue, 
red, white and gold; Curtis 
Shoe Co. of Texas. 














inspiration from the adults, have lent spice and interest 


to shoes for even the youngest customer. 
*+ 2 


SPARKLE and color is the theme song for 1949. Some- 
times the effect is achieved by using leathers with metallic 
finishes; sometimes by bright or delicate leather colors. 
Sometimes fabrics are used in shoes and they are gay 
because of their own color and sometimes because of the 
multi-color embroidery used. Raffia shoes, expected to be 
important for the Southern resort season, are often en- 
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livened with embroidery also. And, of course, evening 
slippers for the current season are very sparkling and 





“Beadette,” a new material 
with the sparkle of sequins, 
in a shoe from Fred Jacobs 
and a bag from Ash & 
Stevelman. Available in 22 
colors and used for slip- 
lasted wedge heel shoes. Also 
used in several bag styles, 
belts, and other accessories. 














brilliant with jewel-trimmed satins, velvets, brocades and 


gold and silver kid. 
* ee 


MANUFACTURERS of boys’ shoes have, found that they, 
as well as their sisters, are influenced by novelty items. 
Especially is this true of the boys of high school age. 





Unusual treatment on a 
boys’ shoe, calculated to ap- 
peal to the high school boy. 
The chain and pins are used 
for fastening thus heighten- 
ing the masculine appear- 
ance of the shoe. Chain is 
removable; may be _ sup- 
planted by laces. Chain 
Gang from Huth-James. 














Anything which makes them feel more masculine, more 
grown-up, is sure to bring in added sales. Hence the 
continued popularity of heavy-looking “brute” shoes in 
the lines for boys. 
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ANNOUNCING THE IMPROVED 


‘3 


a complete cash register with , 


built-in mechanized adding feature 


Now, for the first time, thousands of businesses can enjoy the protection of a complete 
National Cash Register, plus the advantages of its built-in, mechanized adding feature. 

The improved National “200” shows the customer the price of each item purchased 
— and the total. The machine prints a record of every transaction — and automatically 
prints in separate columns for clerks, departments, etc. Information may be written 
opposite any entry. The special built-in mechanized adding feature can be used at any 
time without disturbing the accumulated cash total. Cash drawer is extra large. 

This modern business machine gives you a better, simpler, easier way of keeping 
your business records. It provides Information that Makes money, as well as Protection 
that Saves money. And it pays for itself over and over again! See it at your local National 
Cash Register office, today. Nothing like it has ever been offered at the price. 
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STOPS MISTAKES - SAVES TIME — Indica- 
tion shows price of each item and 
total. Machine automatically adds 
items, preventing mistakes in addition. 
Speeds customer service. Gives protec- 
tive supervision over all prices charged, 
and control of all money collected. 


AUTOMATIC DISTRIBUTION — Classifica- 
tion keys automatically separate sales 
by departments, selling employees, 
services, commodities, or other classi- 
fications. Quickly adapted to any need, 
or to changes within a business. 


SINGLE - LOCK CONTROL — One 5-posi- 
tion lock, controlled by proprietor’s 
key, protects records and accumulated 


total. 


EXTRA-LARGE CASH DRAWER — 7 coin, 
4 bill compartments. Free-gliding, 
roller bearing construction prevents 
binding and sagging. Removable, plas- 
tic coin tray permits balancing cash 
in private. 


DESCRIPTIVE KEY SECTION — This fea- 
ture’s flexibility makes it an invaluable 
aid in providing more complete rec- 
ords in your business. The keys can be 
used to identify salespeople and de- 
partments, to print sales-slip numbers, 
stock or size numbers, and to code 
sales for various brands or types of 
merchandise, etc. 


THE NATIONAL CASH 
REGISTER COMPANY, 
DAYTON 9, OHIO 








Closing in! 


AS days grow longer—sunrays 
brighter—sun fading is an increas- 
ing threat to your profits! Now's 
the time to join the more than 
gen oe who protect dis- 
play goods and fixtures with Infra- 
Chem. Trans t Shades. é 
This “miracle material” actually 
shuts out harmful rays... lets you 
turn display merchandise into prof- 
itable sales instead of costly losses! 
AND — economical, long-wearin 
Infra-Chem Transparent Shades fit 
inside windows. No awnings or can- 
vas strips needed . . . shoppers get a 
clear view of your best advertising! 
Get full facts on profit-boosting 
“Sun Protection plus Visibility.” 
Mail coupon or write TODAY! 


MAIL COUPON TODAY 


for free hfs - Chom data 





YES—Rush me new brochure, generous 
Infra-Chem test samples, and estimate 
data. All without charge. 





at 
sTeet tie 
ESS TS-230 (443) 
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RANSPARENT SHADE CO. 
5Cl N. Figueroa St., Dept. 161-A 
les Angeles 12, California 
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George W. Johnson Made E-J Chairman 


——— 








Left to right: Linda Stanford, auditor; Raymond A. Mills, vice-president; Charles 
F. Johnson, Jr., president; George W. Johnson, chairman of the board; Lawrence 
Merle, first vice-president; and Frank A. Johnson, vice-president. 


ENpicotTt, N. Y.—George W. John- 
son, president of Endicott-Johnson Cor- 
poration for the past 18 years, has 
been elected chairman of the board of 
directors, succeeding his father, the 
late George F. Johnson. Charles F. 
Johnson, Jr., vice-president and gen- 
eral manager, was elected president; 
Frank A. Johnson, a director, was 


*} chosen vice-president; and Miss Linda 


Stanford, auditor, was elected a direc- 
tor of the company. 

Under the realignment of officers, 
furthermore, Lawrence Merle, formerly 
second vice-president and sales man- 
ager, becomes first vice-president; 
Leonard L. Steed, formerly third vice- 
president, becomes second vice-presi- 
dent; and Frank A. Johnson and Ray- 
mond A. Mills become vice-presidents. 

Howard A. Swartwood, secretary and 
general counsel, and Bruce L. Babcock, 
treasurer, were re-elected to those posi- 
tions. 


Frank A. Johnson, who started with 
the company at the bench, has been 
serving as assistant to the general man- 
ager. He was elected a director two 
years ago. Mr. Mills is manager of 
Endicott, West Endicott and Owego 
factories. Miss Stanford joined the 
company 30 years ago as a _ stenog- 
rapher, becoming auditor in 1942. 

George W. Johnson told the directors 
that after fifty years of continuous ser- 
vice with the company he wished to 
resign as president because of his health 
and in order that executives may be 
advanced in the business. However, he 
made it known that as chairman he ex- 
pects to work almost as hard as before. 
In suggesting Charles F. Johnson, Jr., 
his cousin, for the presidency, George 
W. Johnson said that he had been his 
life-long partner and was sure that 
he would handle the job in a manner 
satisfactory to workers, consumers and 
stockholders alike. 





Hopkins in Charge of 
Craddock-Terry Sales 


LYNCHBURG, VA.—President Charles 
G. Craddock of the Craddock - Terry 
Shoe Corporation has announced the 





J. TROY HOPKINS 


appointment as vice-president in charge 
of sales of J. Troy Hopkins, succeeding 
John W. James, who recently retired 
after having been associated with the 
company for 43 years. 

Mr. Hopkins, who had been serving 


as sales manager of Natural Bridge 
Shoemakers division of the corporation, 
is succeeded in that position by Gilmer 
Craddock, Jr., who worked four years 
in the company’s sales department 
and subsequently, after serving three 
years in the Navy, joined the staff of 
Bland-Terry Shoe Corporation which 
operates department stores in Washing- 
ton, Atlanta and New Orleans. 


Resigns Post With Guild of 
Better Shoe Manufacturers 


New York—Kate Goldstein Kamen, 
long associated with the shoe and 
leather industries in styling and public 
relations capacities, has resigned as 
executive secretary of the Guild of 
Better Shoe Manufacturers, effective 
January 1. 

The announcement was made jointly 
by Mrs. Kamen and Louis Sachar, pres- 
ident of the Guild, who stated the Guild 
office will be transferred after January 
to the Marbridge Building at 47 West 
34th Street in the office of M. Wolf 
Sons, Inc., the headquarters of Mr. 
Sachar. 

As executive secretary of the Guild 
since its organization four years ago, 
Mrs. Kamen has directed all Guild ac- 
tivities since its inception in 1944. 
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_ Shae News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Says New England Should Diversify 





Report of Federal Reserve Bank Recommends Manufacture of More 
Shoe Types and Concentration, in Selling, on 
More Productive Channels 


Boston—New England’s declining 
share of the country’s shoe production, 
the reasons for it and suggested rem- 
edies constitute the major portion of a 
comprehensive report recently issued 
by the Federal Reserve Bank of Boston 
which bases its findings on a survey 
made by its research department in co- 
operation with the New England Shoe 
and Leather Association. 

Stressing that this great shoe pro- 
ducing area lacks neither managerial 
skill nor a high rate of labor productiv- 
ity, the report emphasizes that, despite 
these, New England’s factories which 
for years had made approximately 35 
per cent of the nation’s total shoe out- 
put, began to slip in the latter part of 
1946 and that, during 1947, the regional 
production was only 31 per cent of the 
national. Moreover, the survey showed, 
New England production in the latter 
year declined 21.9 per cent “as com- 
pared with a national shrinkage of only 
11.5 per cent.” 

The report’s review of New England’s 
competitive position is accompanied by 
a graph permitting it to be inferred 
that New England has lost production 
not so much to the established shoe pro- 
ducing states of New York, Missouri, 
Pennsylvania, Illinois, Wisconsin and 
Ohio, as to those “newcomer” states in- 
cluded in the “All Other” category of 
the United States Bureau of the Cen- 
sus. Factors responsible, it is said, are 
the sum total of the westward trend of 
population and income payment centers, 
the relative smallness of most of its 
factories, the- ease of entry into the 
shoe business and others, small in them- 
selves but larger in the aggregate. 
Somewhat off-setting these disadvan- 
tages, the report points out, among 
other things are the traditional skill of 
shoe workers and the payment by man- 
agement of higher than average wage 
rates, despite which and for the reasons 
enumerated, the report suggests that 
“it may become more difficult for New 
England to continue to ‘export’ 80 per 
cent of the regional output to the in- 
creasingly more distant markets.” 

“Less specialization on women’s 
novelty shoes and men’s and women’s 
dress shoes would probably help a 
little,” the report concludes, although 
“the outstanding opportunity for 
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changed emphasis in shoe types in New 
England is to be found in greater pro- 
duction of shoes for children”; another 
epportunity exists “in the need of mil- 
lions of farm women, as reported by 
agricultural extension clothing special- 
ists, for comfortable, durable, trim- 
looking work shoes”; and a similar op- 
portunity is to be found in filling the 
same want among women in industry. 
Women’s shoe manufacturers are also 
advised in the report to concentrate on 
selling more to affiliated retail stores 
which, in 1947, bought only 5 per cent 
of the women’s shoes produced in that 
area as compared with 49 per cent 
bought by chains, 28 per cent by whole- 
salers and jobbers, 14 per cent by inde- 
pendent retailers and 4 per cent by 
mail order houses. 

It was its study of marketing meth- 
ods moreover, which led the bank’s 
research department, working with 
NESLA, to its conclusions as to what 
the men’s end of the New England shoe 
business needs. Noting (1) that “in 
general, the use of factory brands 
(with its implication of in-stock facil- 
ities) was accompanied by the greatest 
stability in output”; (2) that in every 
class, production for stock showed 
greater stability than production to 
customers’ orders; and (3) that men’s 
shoes during 1947 sold 44 per cent to 
affiliated retail stores, 36 per cent to 
independent retailers, 10 per cent to 
wholesalers and jobbers, 4 per cent to 
mail order houses, 3 per cent to chains, 
and 3 per cent to all others, the report 
says that “the results of the survey 
indicate that more selling through 
chain stores would be desirable for 
men’s shoe manufacturers.” 

“There are,” the report ends, other 
“remedial actions which New England 
shoe manufacturers can take, particu- 
larly those in Massachusetts. Greater 
product diversification would provide 
a broader and more. stable production 
base. Manufacturers should become bet- 
ter informed about population trends 
by age and sex groupings. Massachu- 
setts producers would also benefit from 
some increase in size. In certain areas, 
adoption of common brands and a sin- 
gle selling agency by producers making 
the same general shoe types might be 
of mutual advantage.” 


St. Louis Manufacturers to 
Hold Style Show in April 


St. Louts—At a recent meeting of * 
the St. Louis Shoe Manufacturers As- 
sociation, it was unanimously agreed 
by the members present to hold a St. 
Louis Shoe Show from Wednesday, 
April 27, through Saturday, April 30, 
for the purpose of introducing the Fall 
lines of the members of the association. 


St. Louis manufacturers have re- 
served rooms for this event in two lead- 
ing hotels. 

The exact details of this open house 
have not been worked out completely, 
and at present are in the hands of the 
convention committee, under the chair- 
manship of Harry Bennigson; and the 
publicity committee, under the chair- 
manship of A. J. Brauer, Jr. 





Manufacturers Bid on 
426,000 Pairs for Army 


New York.—The New York Quar- 
termaster Purchasing Office here re- 
cently opened bids from fifteen shoe 
manufacturers in response to a request 
to submit prices on 426,000 pairs of 
low quarter tan shoes for the United 
States Army. Bids received totaled 
2,691,000 pairs. Bidders, quantities and 
prices are: 

Doyle Shoe Co., 70,000 pairs at 
$4.3675 per pair; Endicott-Johnson 
Corporation, 426,000 pairs at $4.385; 
Craddock-Terry Shoe Corporation, 75,- 
000 at $4.45, 50,000 at $4.49, 50,000 at 
$4.58, and 50,000 at $4.62; Brown Shoe 
Co., 150,000 at $4.525 and 100,000 at 
$4.71; E. J. Givren Shoe Co., 96,000 at 
$4.50; General Shoe Corporation, 426,- 
000 at $4.544; J. F. McElwain Co., 426,- 
000 at $4.59; Hubbard Shoe Co., 
120,000 at $4.595; International Shoe 
Co., 426,000 at $4.63; Belleville Shoe 
Manufacturing Co., 30,000 at $4.734; 
W. L. Douglas Shoe Co., 200,000 at 
$4.86; Perry-Norvell Co., 72,000 at 
$4.89; Connolly Shoe Co., 40,000 at 
$4.98; Holland-Racine Shoes, Inc., 60, 
000 at $5.10; and The John Foote Shoe 
Co., 50,000 at $5.19. 

As the result of prior openings, the 
General Shoe Corportion has been 
awarded a contract to make 24,000 
pairs of similar shoes at a price per 
pair of $4.87; and the Bristol Manu- 
facturing Corporation has been given 
a contract to make an equal number of 
women’s athletic shoes at $2.57 per 
pair. 
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Plants Used to Decorate Shoe Department 





The Thompson, Boland and Lee shoe departments in Atlanta's new Franklin 
Simon store have added green and yellow-beige to the store's basic color scheme 


of pink and grey. 


ATLANTA, GA.—F ranklin Simon, well- 
known New York department store, 
opened its newest store on Peachtree 
and Ponce de Leon Streets last Novem- 
ber. Mayor W. B. Hartsfield officiated 
at the opening which was attended by 
the president of Franklin Simon, J. 
Howard Denny, and many local 
dignitaries. 

This store, combining the functional 
with beauty, has a color scheme which 
outdoes the rainbow. With a basic 
scheme of pinks and greys, it has 116 
colors. It is a four-story building, 
modern classic in design, and is air- 
conditioned throughout. Around the 
building are black sidewalks, the first 
in Atlanta, designed to absorb light 
rays which otherwise might be reflected 
by the window glass. 

On the second floor are the women’s 
and children’s departments, leased and 
operated by Thompson, Boland and Lee, 
one of the leading shoe firms in Atlanta, 
who refer to this shop as their uptown 
branch. Yellowish beige walls and 


ceilings give the shop a feminine tone. 
On a grey beige carpet are arranged 
the green leather and blonde wood 
fitting chairs and green leather settees. 

In the women’s department, draperies 
of green, pink and grey, hang around 
the shop between several wall sections, 
making a colorful contrast. Natural 
plants set in simply decorated boxes 
are spotted throughout the shop. 
Shadow boxes in front of the draperies 
effectively show off display shoes. 

The children’s department, the color 
scheme of which is a duplicate of the 
women’s department, has toy animals 
scattered about. Both children’s and 
teen-ager’s shoes are carried. 

An _accessories-“to-match” counter 
rests in the middle of this floor and is 
convenient to the women’s’. shoe 
department. 

The Atlanta store, under the man- 
agement of Calder B. Vaughan, a na- 
tive Georgian, was designed by Archi- 
tect Herbert Beidler, who has designed 
other Franklin Simon stores. 





Popular Price Show 
Dates Announced 


New York—The Popular Price Shoe 
Show of America will hold its Fall 
market week May 23-26, 1949, at the 
Hotel New Yorker, New York, it has 
been announced by Edward Atkins and 
Maxwell Field, co-managers of the 
event. The Popular Price Shoe Show 
of America is the official shoe industry 
national market week for the popular 
price and volume footwear trades. It 
is under the joint sponsorship of the 
National Association of Shoe Chain 
Stores and the New England Shoe and 
Leather Association. 


The co-managers stated that the shift 
to the Hotel New Yorker will provide a 
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larger number of display rooms for the 
forthcoming show than the Commodore 
was able to allocate. The Hotel New 
Yorker location is in the Penn Zone, 
is convenient to all transportation, and 
is adjacent to the center of the New 
York retail area in which are housed 
headquarters of buying organizations 
and department stores. 

A number of New York’s leading 
hotels are located in the Penn Zone, 
which will provide sleeping accom- 
modations for many of the several 
thousand buyers who are expected to 
attend the May showing. 

Official application blanks for ex- 
hibit space will be mailed to all shoe 
manufacturers and companies in allied 
trades early next year, the co-managers 
stated 





Dates to Remember 


Annual Dinner-Dance, New England 
Shoe Foremen and Superintendents’ 
Association, Hotel Statler, Boston. 

January 8, 

Warm Weather Opening, The Guild of 

Better Shoe Manufacturers, New York 


1949 


City. Week of January 10, 1949 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Hotel Morrison, Chicago, 
ili. January 18, 19, 20, 
35th Annual Convention and Shoe Mart, 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, Benjamin Franklin Hotel, Phila- 
delphia, Pa. 
January 22, 23, 24, 25, 26, 
Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 
January 23, 24, 
Mid-Season Shoe Show, Pennsylvania 
Shoe Travelers’ Association, William 
Penn Hotel, Pittsburgh. 
January 29, 30, 31, February |, 
Sixteenth Semi-Annual Allied Shoe Prod- 
ucts and Style Exhibit, Hotel Belmont 
Plaza, New York. March 6, 7, 
Opening of American Leathers for Fall, 
Tanners’ Council of America, Waldorf 
Astoria Hotel, New York. 
March 8 and 9, 
Spring Showing, Associated Shoe Trav- 
elers, Hotel Wisconsin, Milwaukee, Wis. 
March 21, 22, 23, 
Shoe Manufacturers’ Fall Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 
April 3, 4, 5, 6, 7, 
Fall Style Show, St. Louis Shoe Manu- 
facturers' Association, St. Louis. 
April 27, 28, 29, 30, 
Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 
April 30, May 1, 2, 3, 
Advance Fall Showing, Southeastern 
Shoe Travelers’, Inc., Sheraton Bon Air 
Hotel, Augusta, Ga. May I, 2, 3. 4, 
Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 
May |, 2, 3, 
Fall Shoe Show, Southeastern Shoe Trav- 
elers' Association, Sheraton Bon Air 
Hotel, Augusta, Ga. May 2, 3, 4, 
Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 
Cincinnati, O. May 15, 16, 17, 18, 
Foot Health Week May 21-28, 
Popular Price Shoe Show, National As- 
sociation of Shoe Chain Stores and 
New England Shoe and Leather Asso- 
ciation, Hotel New Yorker. New York. 
May 23, 24. 25. 26, 1949 
Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6. 7, 
Annual Shoe Show, Baltimore Shoe Club, 
Baltimore, Md. July 23-27, 
National Shoe Fair, Chicago. Ill. 
October 31, November |, 2, 3, 
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Heavy Sole Display 
Draws Collegiate Traffic 
DENGER, CoLo—aA _ substantial in- 
crease in shoe sales to college men and 
younger men has been rung up by Al 
Williams, men’s shoe buyer at the May 
Company here, with a separate display 
of heavy sole models. 
All heavy sole styles are concentrated 
on part of a semi-circular platform at 
the head of the men’s shoe department. 
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FOR MODERN INTERIORS 


Furniture is an important element 
in the appearance of an interior. 
To make their interiors attractive 
and outstanding, many prominent 
places have, in keeping with today’s 
trends of modern design, selected 
THONET BENTPLY chairs, 
tables and upholstered furniture. 
Made of molded plywood, they 


are the latest in design, construction 





and workmanship. 
Leed’s Shoe Store, Hollywood 





Write to us for detailed information 
ONE PARK AVENUE, NEW YORK 16, N. Y. 
1698 Merchandise Mart, Chicago, Illinois 
731 South Meeting Street, Statesville, N.C. 


and illustrations on Thonet 
Bentply and Bentwood Furniture. 
Factories: York, Pa.; Statesville, N. C.; Sheboygan, Wis. 
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Criticizes Laxity in Shoe Promotion 





Irving R. Glass, of Tanners’ Council, Tells Students Industry Has 
Failed to Take Advantage of Post-War Opportunities 


New YorK.—“The shoe and leather 
industry has failed to take advantage of 
the golden opportunity given to them 
during the war years,” Irving Glass, 
executive vice-president, Tanner’s 
Council of America, recently told mem- 
bers of the class in “Shoes and Leather 
Accessories,” Evening and Extension 
Division, City College School of Busi- 
ness. 

“The industry has failed on three 
counts,” Mr. Glass stated, “first, in its 
failure to capitalize on the importance 
of shoes. Before the war footwear was 
taken for granted, but during the war 
with the temporary shortages of leather 
leading to shoe rationing, its real im- 
portance was realized by the public. At 
no time was this fact more evident than 
when rationing ended and John Doe 
crowded shoe shops all over the nation. 
And yet the industry did not see the 
light and realize that here was some- 
thing which could be used for all its 
worth in promoting post-war shoe sales. 

“Secondly,” Mr. Glass continued, 
“shoe people failed to impress upon the 
public’s mind that while footwear was 
high it was not out of line with the 
proportion of income spent for other 


January |, 1949 





IRVING R. GLASS 


items. In terms of value derived, shoes 
give moré wear and service than almost 
any other item. ‘They take an average 
of 15 tons of pounding a day and yet 
do not lose their shape because they are 
made of leather which has dimensional 
stability and does not give under pres- 
sure. Comparing shoe costs and prices 
with the price of other staple items 
and services and with the value derived 


from them,” he asserted, “the price of 
shoes is not only in line but actually 
lower! 

“The third count,” he declared, “is 
the failure of shoe and leather men to 
bring home to the public the all-impor- 
tant fact that despite the rise in prices, 
dollar wages will buy more today than 
in 1939. This is evidenced by the in- 
crease in wages which has given the 
public enough money to consume in 
greater amounts almost every other 
item on the market, in addition to 
staples.” To support his statement, Mr. 
Glass quoted figures from the Bureau 
of Labor Statistics on wages and the 
cost of living. 

Mr. Glass emphasized that all these 
facts point up the ripe possibilities for 
using the qualities of leather in mer- 
chandising footwear to the public. 
“There is a fundamental appeal in 
Jeather,” he stated, “which is not found 
in other materials. It is genuine be- 
cause it comes from a living organism 
and therefore cannot be mass produced 
synthetically in $1 shoes. Its genuine- 
ness caters to the public’s desire for the 
‘real thing.’ It’s different because no 
two hides or skins are alike. Therefore, 
each leather product has a unique qual- 
ity of individuality which appeals to 
the public’s desire ‘to be different!’ All 
these actualties bring out a field full 
of untapped creative thinking and offer 
limitless possibilities for promoting 
shoes and leather accessories.” 
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4,000 Pairs of Shoes for Overseas Relief 





New Windsor, Md.—Customers carried home their new shoes and left their old 
ones at the store the week J. M. Crooks and Sons, Clarion, Pa., held their over- 
seas relief shoe sale. As a result, more than 4,000 pairs of shoes were brought 
te the Church Worid Service Center, here, where they can be seen being unloaded 
from one of the center's large trailers. The New Windsor Center is the largest 
of seven maintained by the Protestant and Orthodox churches in this country. 





Shoe and Leather Fair 
To Be Held in London 


LONDON, ENGLAND.—The Shoe and 
Leather Fair, an event of consequence 
to all those who are concerned with the 
design, manufacture and distribution 
of footwear and allied productions, will 
be held at Olympia, London, from Jan- 
uary 31 to February 4. This will be 
the first shoe and leather fair to be 
held since 1938, and it will present to 
its international audience the results 
of ten years’ progress in the British 
footwear industry. 

Though British producers throughout 
the war devoted the major part of their 
energies to the support of the allied 
effort they did not neglect the basic 
needs of their craft. Under the pres- 
sure of war, new methods were evolved 
that are of importance today as the 
footwear industry returns to its civil- 
ian pursuits in all their diversity. In 
any case, all that is best in the foot- 
wear industry—in the means of produc- 
tion and in the finished product itself— 
will be exhibited. 

In choosing Olympia as the scene of 
the Fair the organizers have found the 
ideal setting for the many new devices 
which will be used to entertain visitors 
and to enable British production to be 
presented to the best possible advan- 
tage for both the buyer and the seller. 
The daily fashion parades, and the gen- 
eral design of the fair, the work of one 
of Britain’s leading exhibition organ- 
izers, G. H. Grimaldi, gives unity and 
accessibility. 
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Pennsylvania Travelers 
Elect Officers 


PITTSBURGH, Pa.—Following a lunch- 
eon attended by members of the Penn- 
sylvania Shoe Travelers’ Association, 
held here at the William Penn Hotel on 
December 11, officers were elected to 
serve during 1949. 

Max H. Katz, M. J. Saks Shoe Cor- 
poration, was named president; George 
H. Hutchins, Freeman Shoe Corpora- 
tion, vice-president; Joseph Harris, 
Marion Shoe Co., division of Daly Bros. 
Shoe Co., secretary-treasurer. 

Goodman Yorkin, United States Shoe 
Corporation, was elected chairman of 
the board of directors. Other directors 
are Lewis Manheim, Cortell Shoe Co.; 
J. L. Valego, Endicott-Johnson Corpora- 
tion; Russell Carl, L. B. Evans’ Sons 
Co.; and Philip Landish, Sundial Shoe 
Co., division of International Shoe Co. 





Chicago Shoe Travelers 
Plan january Show 


CuicaGo.—The Shoe Traveler’s Club 
of Chicago will hold their next show 
January 18, 19, and-20 at the Hotel 
Morrison. 


This show inaugurates the new policy 
of opening showings on Tuesday in- 
stead of Monday. The change was made 
because so many stores are open on 
Monday nights, thus making it difficult 
for retailers to attend. 


Boston Boot and Shoe Club 


Holds Holiday Meeting 


Boston.—Stars of stage and radio, 
recruited from Boston and New York, 
furnished the entertainment at the an- 
nual before-Christmas dinner meeting 
of the Boston Boot and Shoe Club, held 
here on the evening of December 22. 
Held in the large ballroom of the Hotel 
Statler, the meeting was one of the 
most largely attended in the long his- 
tory of this well-known social organi- 
zation. 

Chairman of the meeting, the three 
hundred and thirty-ninth in the long 
series of these affairs, was the club’s 
president, Joseph S. Lanigan, New 
England sales director of the J. Greene- 
baum Tanning Company. 

The club’s program committee for 
this meeting includes George E. Hamel, 
L. H. Hamel Leather Co.; Joseph W. 
Holmes, United Last Company; and 
Charles W. Sweeney, Kelley & Sweeney 
Leather Co. 





Uses Girl to Model 
Men’s Shoes 


WILKES-BARRE, PA.—During the Pa- 
rade of Progress, held here in mid- 
Autumn at the West Side Armory, and 





First the smile—then the shoe. 


designed to promote the industries cen- 
tered in Wyoming Valley, Thomas S. 
MacHale, shoe buyer of The Hub, con- 
ceived the novel idea of not only dis- 
playing his men’s shoes there but also 
of having them modeled by an ex- 
tremely good-looking girl attired in 
plaid hunting shirt, slacks and Argyle 
socks. 

“People,” he reports, “were first at- 
tracted by the smile and then she put 
over the new Blitz shoe, Alpine styled 
for street and campus. She also handed 
out book matches.” 


Store in New Location 


WorcESTER, Mass.—Talman’s Shoes 
for Children, well-known local store, 
has recently moved to new and larger 
quarters at 9 Pleasant Street, this city. 
The store formerly was at 6 Pleasant 
Street. a 
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Sure he’s happy—and you are, too. 

He was expecting a $75 bonus. Then you decided to 
give the bonus in U. S. Savings Bonds. So he receives— 
not $75—not a $75 Bond—but a $100 Bond. 

It looks like more—and it is more. Not just because 
every $3 put into Savings Bonds will pay $4 at maturity. 
These Bonds are builders of future security for em- 
ployees and for the nation as well (which means for 
business ). They're a powerful weapon against inflation. 
They make employees “holders of shares in America” — 
thus build enthusiasm for our traditional competitive 
system. 

‘hey pay your company a bonus, too—in increased 
employee contentment, which shows up as less turnover, 





reduced absenteeism, fewer accidents! All these benefits 
are being proved and re-proved every day in thousands 
of companies that operate the Payroll Savings Plan—the 
popular plan for the regular purchase of Savings Bonds 
by employees. 

You're helping your employees, your country, and 
yourself by deciding to... 


give the bonus in Bonds 


...and by putting plenty of push behind the P. S. P. It’s 
easy with the help you get—for the asking—from your 
State Director, U. S. Treasury's Savings Bonds Division. 
Call him now! 


The Treasury Department acknowledges with appreciation the publication of this message 
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This is an official U. S. Treasury advertisement prepared under the auspices of 
the Treasury Department and the Advertising Council. 
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THE “INVISIBLE” SHOE FORM! 
FITS EITHER SHOE! 


One form for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! 
GUARANTEED UNBREAKABLE 
(Orders for six pair or less will be sent C. O. D.) | 
See your local jobber or order direct. 
Write for catalog, “MODERN DESIGN ON DISPLAY.” 
plastic display fi No obligation, 


FITS ANY SHOE! 


EASY TO INSERT ° 





Representatives in principal cities. 


ROGER KENT COMPANY. 


211 N eve n oft ot 








. 





Illustrates individual 
of course. 
Trade Mark registered.* 


the time. 


 Plestics 





LEADERSHIP 
via 


SALESABILITY 


| |PRICE! 


suit your trade. 


all kiddies up to 5 years. 
Nationally advertised. Popular with consumers 
since 1894 — and growing in popularity all 





Your choice of KREIDER’S “Sweethearts” 
“Komfies” or “Mother’s Favorite” 


The fL.5.AREIDER CO. 






Genuine pre-welt construction; 
one-piece lining; choice juve- 
nile leather; expert craftsmanship. 


LOW enough to attract MORE 
sales. Several price ranges to 


Immediate delivery, Many 
sizes and styles for babies and 


WRITE DEPT. B 
FOR FREE CATALOG 


LEBANON, PA. 











Casuals Bought 
At Omaha Show 


OMAHA, NeEsB.—Casual shoes were 
most in demand in women’s lines at the 
four-day Midwestern National Shoe 
Travelers’ Association show here re- 
cently, according to A. M. Sullivan, 
president and Endicott-Johnson repre- 
sentative. 

A trend to black was noted in men’s 
shoes, and representatives of the ap- 
proximately 100 companies which had 
their shoes on display at the Paxton 
Hotel reported that attendance was up 
to the May show figures but ordering 
was about 10 per cent below last year 
except for women’s casuals which were 
about even. 

A favorite number in casuals was a 
low-heel wedgie, while in dress lines 
black suede pumps with spike heels 
were good, both in open and closed mod- 
els and in low platforms. New silhou- 
ettes were shown in women’s sport 
styles, with interest centered on multi- 
colored crepes, and shoes with saddles 
of yellow, green, blue and red. Both the 
salesmen and the retailers agreed that 
color would be very important for 
Spring selling, with avocado green and 
sun copper in suedes listed as “best 
bets.” 

Black was more in evidence in men’s 
lines, while two-tone tans were well 
represented in all types. It was pre- 
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dicted that mesh and woven shoes would 
again be volume sellers, and dealers re- 
ported that men are asking for just a 
little white in the white-brown combina- 
tions. Heavy grain, once a Winter 
seller, was ordered in fair volume for 
Spring and Summer business, but the 
retailers were doubtful of suedes which 
manufacturers’ representatives declared 
were doing well in other sections of the 
country. 





Good Attendance at 


Carolina Show 


GoLpsBoro, N. C.—Despite two days 
of heavy rain, with temperatures below 
normal for this time of year, more than 
200 buyers attended the recent shoe 
show here under the auspices of the 
Carolina Shoe Group and indicated their 
approval of the plan to hold other 
shows in the near future. 

“The next show, therefore,” said 
Harry Cawn, secretary-treasurer of the 
association, “will be held in January.” 
The plan outlined by him envisages the 
holding of regional shows in various 
parts of the South so that all buyers 
will eventually be able to attend one of 
them without being forced to travel very 
far from their own stores. 

The buying at this first show was 
cautious and most of the orders placed 
were for immediate delivery though 


there was some forward buying of 
casuals. 

The interest of buyers, however, was 
keen and many expressed the opinion 
that, at the next regional showing in 
January they will know enough about 
where they stand to place much more 
substantial business. 

Exhibits were housed in the Hotel 
Goldsboro. 


C.C.N.Y. Students Hear 
Talks on Reptile Leathers 


New YorK—Two classes of the 
course “Shoes and Leather Accessories,” 
given at the C.C.N.Y. School of Business 
Administration recently, heard talks on 
reptile tanning and trends in reptile 
footwear fashions by Malcolm Fleming 
and Mrs. Irene Sharlin of Fleming- 
Joffe, reptile-tanning firm of this city. 

Mr. Fleming described among other 
things how tanning methods have been 
perfected in this field. Mrs. Sharlin 
stressed the fashion value of reptile 
shoes and accessories, and reported that 
sapphire, navy, sun brown, orange am- 
ber, clear red and Kelly green will be 
important colors in reptiles for Spring, 
and that pale pastels in the Karung 
snakes are winning favor for Summer. 
Combinations of reptile leathers with 
suede in “demitone” shoes were dis- 
cussed as a significant fashion trend. 
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Salesmen to Press for Social Security 





Travelers’ Associations Plan Joint Action to Secure Passage of Dingell 
Bill — Norman N. Souther Cites Complaints 


Kansas City, Mo.—Joint and con- 
certed action to secure passage of the 
proposed Dingell Bill restoring social 
security rights and benefits to any com- 
mission salesmen and other individuals 
whose rights may have been impaired 
by legislation adopted by the 80th Con- 
gress will be undertaken by three lead- 
ing salesmen’s organizations—the Na- 
tional Association of Men’s Apparel 
Clubs, the National Shoe Travelers’ As- 
sociation and the National Association 
of Women’s and Children’s Apparel 
Salesmen. 

The decision to endorse the measure, 
which is to be introduced as the 81st 
Congress convenes, was made at a meet- 
ing of the steering committee of the Bu- 
reau of Salesmen’s National Associa- 
tion which combines the legislative, le- 
gal and public relations activities of the 
three groups. The meeting was held on 
Sunday evening, Dec. 12, in the Muehle- 
bach Hotel, here. 

Norman N. Souther, of Chicago, sec- 
retary-treasurer of the shoe travelers’ 
group and one of the representatives on 
the Bureau Committee, said that com- 
plaints had been made to him by some 
of his members, stating that their em- 
ployers had questioned their right to 
social security benefits. “In all these 
cases,” Mr. Souther said, “the men 
work on commission under the direct 
control of their employers. The latter 
set the prices, issue the samples, deter- 
mine the territories, pass on the cred- 
its and handle the collections. Although 





NORMAN N. SOUTHER 


these clearly establish the salesmen as 
employes, and not as independent con- 
tractors, when they go to the Social Se- 
curity Board office in the district where 
they live, they are told that complaints 
must be filed in the district where the 
employer is located. We write to that 
district office, and get only vague ac- 
knowledgments in reply.” 

The bureau also will press its cam- 
paign to repeal the 15 per cent excise 
tax on transportation. 





Allied Shoe Products Show 
To Be Held in March 


New York—The sixteenth semi-an- 
nuel Allied Shoe Products and Style Ex- 
hibit will be held at the Hotel Belmont 
Plaza, Forty-ninth Street and Lexing- 
. ton Avenue, this city. Opening day will 
be Sunday, March 6, with the show con- 
tinuing through Wednesday, March 9. 

This important allied group showing 
for the Fall season will, as usual, pre- 
cede by at least one full day, the Tan- 
ner’s Council Fail Leather Opening 
which is scheduled for Tuesday and 
Wednesday, March 8 and 9, at the Wal- 
dorf-Astoria. Shoe manufacturers and 
retailers, their styling and buying ex- 
ecutives, will find this impressive dis- 
play of new styles, fabrics, lasts, 
patterns, ornamentations, soling and 
products of great help in their Fall 
season planning. 

Associated with Clarence R. Heyde, 
who has been conducting these shows, 
will be Clarence E. Heyde, a veteran of 
World War II, and more recently a 
graduate of Drexel Institute, Philadel- 
phia, who will take an active part in 
the further development of the allied 
shows. 
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Says Wages Advance Faster 
Than Living Costs 


Boston.—Both average hourly and 
weekly wages in the shoe industry have 
increased 110 per cent, or 50 per cent 
over the 73 per cent cost of living in- 
crease from January, 1941 to August, 
1948, according to a survey by the New 
England Shoe and Leather Association. 


A detailed analysis, prepared by the 
association’s Research Bureau, of offi- 
cial U. S. Department of Labor Statis- 
tics shows an increase in average 
weekly wages in the shoe industry from 
$19.58 in January, 1941 to $41.04 in 
September, 1948, an increase of 110 per 
cent. Average hourly earnings rose 
from $.53 in January, 1941, to $1.115 
in September, 1948—also an increase of 
110 per cent? 


The average weekly wages of shoe 
workers in Massachusetts increased 
from $19.33 in January, 1941 to $38.22 
in October, 1948, an increase of 98 per 
cent, or 53 per cent geater than the 64 
per cent cost of living increase in Mas- 
sachusetts during this period. 
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DAYS are getting longer—the sun 
is growing stronger! Each lengthen- 
ing ray of ultra-violet is an increased 
threat to your profits.’ Be a smart 
“early bird” — join NOW with the 
more than 75,000 merchants who 
protect display goods and fixtures 
with Infra-Chem Transparent Shades! 

This ‘miracle material” prevents 
needless sun damage...lets you sell 
display merchandise at full profit... 
and actually boosts sales by keeping 
your windows in clear view all day 
long! Easy to install, operate and 
keep clean...long-wearing, econom- 
ical... mo awnings or canvas strips 
needed. 

Get a] the money-saving facts on 
“Sun Protection plus Visibility.” 
Mail coupon or write today. 


FREE 


SAMPLES: 
BROCHURE 
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RANSPARENT SHADE CO. 
501 N. Figueroa St., Dept. 161-8 

Los Angeles 12, California 
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__ | | HANDY PRICE STICKERS for 
A complete line of fast-moving, low-priced 
volume builders IN STOCK. Outstanding | ACCESSORIES, SHOES and CARTONS 
value because direct from manufacturer. 121 to a perforated sheet; width 
Write for new Spring PHYL-FLEX Catalog. to fit your typewriter 
h ] | STOCK NO. 12 — 
ow eeis: || Book of 1452 ao ws tx 
iz OUR PRICE 1 
Women’s, Misses’, Children’s | markers will Price Morkers 
Wedgies, Casuals, Sports | mark 726 pairs. SALE PRICE 2 3!.50 50 
4 1 PHYLLIS | coor 
Check, M.O.,0rC.0.D. 
Actual size 
$: r etal ers SHOE Co. BOOT & SHOE RECORDER-Merchants Service Dept. 
Salesmen: Some open territories. Write for details. | Lowell, Mass. 209 S. State St., Chicago, Ill. 
































Burger Elected President of 
Travelers’ Association 


New York, N. Y.—The forty-third 
annual meeting of the Boot and Shoe 
Travelers’ Association of New York, 
Inc., was held December 9 in the 
Colonial Room of the McAlpin Hotel. 
William H. Burger, United Last Com- 
pany, was elected president and director 
for the 1949 season, and other officers 
and directors also were named. 

During the course of the evening’s 
business, members were urged to join 
the 210 Associates, Inc., an outstanding 
philanthropic and charitable organiza- 
tion which assists the needy in the 
shoe industry. 

New officers and directors, in addition 
to Mr. Burger, are: William Monsees, 
Foot Saver, Julian & Kokenge Co., 
first vice-president and director; O. W. 
Hoskinson, Buster Brown Division, 
Brown Shoe Co., second vice-president 
and director; Henry Kaye, Wall-Street- 
er Shoe Co., third vice-president; 
Charles Havranck, Swan Shoe Co., sec- 
retary-treasurer and director; Henry 
Cowgill, Alligater Henry, assistant sec- 
retary-treasurer and director. 

Additional directors are George Ec- 
clesine, Gerberich-Payne Shoe Com- 
pany, and A. Favor, The Walker T. 
Dickerson Co., both for one year; 
J. Getty, Curtis-Stephens-Embry Co., 
and Herbert Sphan, Metropolitan Shoe- 
makers, Inc., both for two years; and 
George Daven, Gregory & Read Co., and 
T. G. England, Adams Bros., both for 
three years. 

After adjournment, a buffet and 
cocktail party was held, at which Henry 
Kaye and Warren Kolkebeck, who rep- 
resents J. S. Zulick & Co., entertained. 
A leather two-suiter traveling bag was 
presented to Lou Macher of Air-Tred 
Shoe Corp. 


New Store Planned 


CHARLOTTE, N. C.—A. & M. Shoe 
Company, Inc., of this city, has ob- 
tained a charter from the Secretary of 
State to deal in shoes. Authorized capi- 
tal stock is $100,000, with $300 stock 
subscribed by A. L. Murray, T. B. 
Autrey, Jr., and T. B. Autrey, Sr. 
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Store Uses Television 
To Boost Sales 


WasaIncTon, D. C.—Lloyd M. Bar- 
nett, owner and operator of the men’s 
shoe department of J. M. Stein & Co., 
appeared as a guest on the Johnny 
Bradford television program over Sta- 





Johnny Bradford, left; Lloyd M. Bar- 
nett, center; and Ray Michael, right. 


tion WNBW with a demonstration of 
the new Kinetic shoe made by the Old 
Colony Shoe Co., Brockton. 

Johnny Bradford, television, radio 
and R.C.A. Victor recording star, with 
the help of Ray Michael, famous Wash- 
ington sports-caster, asked questions 
regarding this uniquely constructed 
shoe, and Mr. Barnett demonstrated 
the special features of Kinetics to them 
and the television audience. 

This, the first in a series of demon- 
strations, showed the Washington tele- 
vision audience why it is claimed that 
Kinetic shoes retain their new look, 
eliminate wrinkles and creases and 
thereby do away with “bites” and 
“pinches.” The following day, in addi- 
tion to many telephone inquiries, nu- 
merous people visited Mr. Barnetts 
shoe department and bought. 

Mr. Barnett has been in the men’s 
retail shoe business since 1936, when 
he joined his father on Madison Ave- 
nue, New York, selling Barnett Ltd., 
shoes. Mr. Barnett sold the business in 
1942 while overseas with the Armed 
Forces. Upon leaving the Army, as a 
lieutenant colonel in 1946 (he received 


10 decorations -from this country in 
addition to one from the French gov- 
ernment and one from the Belgian) he 
opened a shoe department in J. M. 
Stein & Co., one of Washington’s lead- 
ing custom clothing shops for men. 





Good Business Predicted 
By Shoe Club Speaker 


Cuicaco—Ralph Wolpe was elected 
president of the Chicago Shoe Club at 
the annual meeting held Dec. 10 in club 
headquarters in the Republic Building. 
Julius A. Blumenthal was elected vice- 
president; Sam J. Appel, secretary; and 
Otto H. Bluhm, treasurer. New direc- 
tors are Robert D. Newell, Nate Ratner, 
Joseph Moore, Manny Goldberg, Julian 
H. Chapman, John C. Cooper, Sol Ben- 
heim and Ralph Lederer. 

The election followed the annual 
luncheon meeting attended by a repre- 
sentative group of shoe salesmen, whole- 
salers and retailers. J. C. Cooper, shoe 
buyer for Wieboldt’s department stores 
and retiring president, presided. Guest 
speaker was Joseph T. Meek, executive 
secretary of the Illinois Federation of 
Retail Associations. 

Mr. Meek, in commenting on general 
business conditions, predicted that 1949 
will be a good business year and that 
the high rate of activity will continue 
through 1950. There is little likelihood 
of a “bust,” he stated, because of large 
government purchases from the shoe in- 
dustry, the farmer and other sources. 
Conceding that the shoe business as well 
as some other branches of business may 
have suffered a slight recession, only 
about 15 per cent of the country’s indus- 
tries have felt any definite sales resis- 
tance, he said. These, for the most part, 
he pointed out, are industries which 
did especially well during the war and 
are just beginning to settle back into 
normal channels. Another 10 per cent 
of the industries may be finding the 
going tough, he concluded, but there is 
still a total of 75 per cent continuing 
at a record pace. 

A series of open meetings during the 
coming year are planned by the Chicago 
Shoe Club, the first to be held the night 
of Jan. 8. 
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STRAUSS TANNING 
COMPANY, INC. 


Introducing fine quality 


WHITE SUEDE SPLITS 


(Snow-white Tan) 


Also tanners of quality 
Chrome Retan and 
Flexible Innersole Splits. 


e 
Strauss Tanning Co., Inc. 


145-147 Lowell St., Peabody, Mess. 

















Shoe Departments 
Designed by Teen-Agers 


CHIcAGO.—Joseph Salon Shoes have 
recently expanded their individual store 
operations to include separate Junior- 
Deb departments. They have been 
opened in four of the six Joseph Salons. 

The departments were designed and 
developed by a board of teen-age girls 
from Chicago and suburbs, including 
both high school and college groups. 
The traditional serving of free “cokes”, 
part of the procedure in most teen-age 
departments, informal furniture, and a 
record player help make these depart- 
ments different from the rest of the 
stores. 


Schiff’s Shoes Open 
Store in Saint Paul 


St. PAUL, MINN.—Schiff’s Shoes have 
opened a new store at 373 Wabasha 
Street, St. Paul, the first of this group 
in the Twin Cities area. 

Covering 4,800 square feet of floor 
space, the store is one of the largest 
family shoe stores in the Northwest. 
The store is completely new with visual 
front with stainless steel trim. Floors 
are terrazzo. Fluorescent and spotlight- 
ing are employed. Decoration is in 
shades of pastel. 

Walter Vahey, who has been in the 
shoe business in St. Paul for twenty 
years, is manager. 
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Demand Increasing 
For Sole Leather 


CuHicaGo—There is a better feeling 
about the future of the leather industry 
among Midwestern tanners. Business 
is better, and the new year holds more 
hope. 

The most encouraging sign is the im- 
provement in the sole leather trade. 
While buying is still for prompt deliv- 
ery, sole leather firms say they are re- 
ceiving many new orders. In some in- 
stances they are unable to supply de- 
mand because of the nearness of deliv- 
ery dates, but, for the most part, they 
are fairly well sold up on heavy sole 
bends, and there is increasing demand 
for medium sole bends. The sole leather 
trade is now giving alternate materials 
a good run for their money, so to speak, 
and is getting a good share of current 
business. 

The same holds true for bellies in the 
sole leather offal market. Steer bellies 
are getting a good call, and tanners 
have been able to get a premium for 
butt yard bellies. Cow bellies, too, are 
in demand. ; 

Calf leather salesmen continue to re- 
port that the better grades of calf 
leather, both men’s and women’s, lead 
in sales. It is not so easy to move the 
lower grades. Women’s weights are 
sold well ahead, and the popular de- 
mand is for this leather in certain 
bright colors, blues and greens espe- 
cially, with a considerable interest in 
women’s black calf. 

Now that the side leather market is 
more steady, trading is more satisfac- 
tory, with buying generally for re- 
placement. Heavy aniline types are 
very much wanted at the moment, with 
a fair volume of orders for soft tannage 
light leather. This goes into leisure and 
play shoes. Side leather seems to have 
found a trading level, and with Spring 
buying not too far distant, side leather 
tanners are looking forward to increas- 
ing sales and are more optimistic about 
a healthier condition in their sector of 
the industry. 

Substantial business may be ahead in 
suede in calf and kid. This market is 
beginning to open up. Demand is hold- 
ing up for black suede in kid. The va- 
rious tones of blue, and there are sev- 
eral, have resulted in new business. 
Gray is another kid suede that is com- 
ing in for its share of attention. So are 
beige and green. There is increasing 
interest in glazed lines, with colored 
glazed the more popular. The call is for 
calf suede in colors. 





Florida Store Moves 


SARASOTA, FLA.—Delson’s, owned by 
Sam A. Idelson and S. Tobian, has re- 
located and is now operating at 362-364 
Main Street. The store has been newly 
decorated and air conditioned. Fixtures 
are in primavera. Sol E. Meyerson is 
in charge of the men’s shoe department. 







HAND-LASTED 


MOCCASINS 


designed by nature to 
encourage the normal 
growth of babies’ feet- 


White Elk Sizes 1 to 5 
N (Narrow) and 
W (Wide) 


R. J. POTVIN SHOE COMPANY 
Compello Station 
BROCKTON + MASSACHUSETTS 








Promotions Announced 
By May Company 

Los ANGELES, CALIF.—Alan C. Shirek, 
shoe merchandise manager of The May 
Company, has announced several pro- 
motions. 

Joseph E. Setton now buys and su- 
pervises the Dr. M. W. Locke, Gold 
Cross and similar lines in all three May 
Company local stores. A new Paragon 
department has been added to the Cren- 
shaw May Company branch and Doug- 
las M. Dahle now buys for all these shoe 
departments. George P. O’Harro has 
been made general merchandise assis- 
tant to Mr. Shirek. 

All officials will operate from the 
main store on Broadway, this city. 





Store Name Changed 


Detroit, Micu.—The Lloyd Shoe 
Store, located at 1330 W. McNichols 
Road, has been changed to Marner’s 
Family Shoe Store, by the new owners, 
Marner and Jean A. Litinsky, who 
bought the business last Spring. The 
former also retains his interest in the 
Marner Shoe Store on Dexter Boule- 
vard, which he operates in partnership 
with his brother, Jack Litinsky. Santley 
Litinsky, son of Marner Litinsky, is also 
associated with him in the new store. 
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Survey Shows How to 
Trim Windows 

New YorK.—Merchandise displayed 
in a raised position, in use, and in a 
promotional setting was found the most 
effective in increasing the attention and 
interest of shoppers, it was recently re- 
ported when the results of a pilot sur- 
vey were presented at a meeting of the 
National Association of Display Indus- 
tries at the Hotel New Yorker. Profes- 
sor Howard M. Cowee, director of the 
research program, sponsored by the 
association and conducted by the New 
York University’s School of Retailing, 
presented the results of the study. 

The behavior of 541,000 people was 
observed, recorded and classified as 
they were exposed to various window 
and interior display techniques by spot- 


ters who clocked them. The tests, which 
studied the behavior of street and in- 
terior traffic as it shops visually, were 
made in seven stores in five cities with 
trading zone populations ranging from 
200,000 to more than a million and 
a half. 

The study analyzed the relative stop- 
ping power of merchandise display in 
(a) a flat position, (b) at right angles 
to a passer’s line of sight, and (c) in 
a raised position, in use, and in a pro- 
motional setting—like a Christmas sea- 
son setting, for example. In a men’s 
shoe test, the “c” type stopped 44 per 
cent of the total passers as against 35 
per cent for the “a” type. In the “c” 
type, men’s trousers were hung over 
each pair of shoes to create an “in use” 
atmosphere. It was this type which 
stopped 44 per cent of the people. 

The final conclusion of the study in- 


dicated that the readership of window 
display compares more than favorably 
with the readership of any other sales 
promotion medium. 





Opens Second Store 


Derroir, MicH.— David’s Quality 
Shoes No. 2 has been opened in the 
Northwest section at 14305 West Mc- 
Nichols Road by David Rosenberg and 
his son-in-law, Lawrence Berkowitz. 
The new store, in the Mercury Theatre 
shopping center, is a modernistic type 
Florsheim store catering to a general 
family trade. 

Mr. Rosenberg, for a number of 
years, has headed the original David’s 
Quality Shoes, originally on Chene 
Street, and, during the last eight years, 
at 14342 Harper Avenue on the East 
side. 
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NALESMEN WANTED! 


Splendid Earning Opportunity’ 


WALT DISNEY’S footwear licensee, the SPORTING SHOE SALES CORP., 
home of the famous Disney characters, the Lone Ranger and delightful Teena, 


seeks top caliber salesmen. 


Here’s a lucrative chance to represent an established, sales-tested line of Rubber 
Footwear, Sandals and Slippers in sizes for Children, Misses and Growing Boys 
and Girls, supported by extensive, hard-hitting national and trade advertising. 


All territories open except New England, Delaware, New Jersey, New York, 





Maryland, Pennsylvania, Virginia and Washington, D. C. No objection to non- \ 


competitive lines. 





State lines now carried, trade contacts and 
area desired. Replies strictly confidential. 


SPORTING 


SHOE SALES CORP. 


39 Chambers Street 


U.S.A. 


New York 7, N. Y. 
CANADA 








Frederick E. Atwood 


Boston—Frederick E. Atwood, for 
more than 40 years associated with 
American Shoemaking, and its general] 
manager and treasurer since 1917, died 
suddenly on Sunday, Dec. 5, in his home 
at 171 Maple Street, in the West Rox- 
bury section of this city. He had cele- 
brated his 73rd birthday on Aug. 11 of 
last year. 

Mr. Atwood was born in Chelsea, Vt., 
where in recent years he had made his 
Summer home, and first became inter- 
ested in the production end of the pub- 
lishing business when, as a high school 
student in Manchester, N. H., he 
started a printing business of his own. 
This he sold when he entered Dart- 
mouth College, from which he gradu- 
ted with the class of 1900. 

His first position after graduation 
was with Hide and Leather (now 
Leather and Shoes.) He then joined the 
staff of American Shoemaking and 
later was employed by Shoe and Leather 
Reporter. This position he left in 1908 
to rejoin American Shoemaking. Among 
other publications which he founded 
during his long career were the Shoe 
Factory Buyers’ Guide, a directory; 
Wholesale Bargains, a publication for 
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bargain basement buyers; Antiques; 
and Leisure. He was also well known 
as a philatelist and coin collector. 

Mr. Atwood is survived by his widow, 
Mrs. Marion E. (Bradley) Atwood, 
whom he married in 1910. 





John Slater 


New YorK—As this issue of the 
RECORDER goes to press, news has just 
been received here of the death of John 
Slater, which occurred early December 
29, at his farm in Virginia, where he 
went to spend the Christmas holidays. 
Mr. Slater was 88 years of age last 
October and he had been associated 
with the firm of J. & J. Slater, Inc., 
for 73 years. For the past several 
years he has held the position of chair- 
man of the board. 

Because of his rare personality, his 
many friendships and long participa- 
tion in important trade activities, Mr. 
Slater was without a doubt the most 
distinguished member of the retail shoe 
trade in America. He was born in 
Liverpool, England. The business of 
J. & J. Slater was founded in 1850 in 
a small store in Cortlandt Street by 
Mr. Slater’s uncles, John and James 


Slater. Later it was moved to Broad- 
way, then to Fifth Avenue, and more 
recently to Madison Avenue. John 
Slater came from Liverpool as an ap- 
prentice to his uncles. During the fol- 
lowing years he rose, step by step, until 





JOHN SLATER 


in 1907 he was elected president of 
the firm. 

Mr. Slater was a former president of 
the National Shoe Retailers Associa- 
tion and of the New York State Shoe 
Retailers Association. 
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WORK SHOES 








Let this Work Shoe 
Work for You 


poesia 
$450 





6'4-inch regulor gorrison 
work shoe. Sizes 6 to 12 
(including half sizes. ) 


Again Pilot steers you to increased 
sales and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhid Heavy leoth inner- 
soles. 14 iron “Armortr: ” composi- 
tion molded outersoles. Reinforced 
with brown steel rivets and extra 
stitching at all points of wear. Wide 





PILOT SHOE CO. 


31 Hopkins Place - Balto. 1, Md. 
“ Honest-made Since 1899" 








PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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Platform Devised to Test 
Fit of Shoes 


Los ANGELES, CALIF.—An ingenious 
combination of a level platform, with 
inclined slope at one end and steps at 





Jack Hart — importance of “Tryle 
Walk" procedure. 


the other, recently was installed in 
Hart’s Shoe Store at 8842 West Pico 
Boulevard, Los Angeles, where it is 
being used to determine whether shoes 
fit with the feet in action on hard 
surfaces such as wood floors and stairs 
and on sloping as well as level concrete 
sidewalks. 

When the salesman has selected what 
he believes to be the proper shoe for the 
customer’s feet, she is asked to walk up 
the sloping: part of the platform, across 
the level stretch and down the steps 
while her foot is observed in action by 
the man selected to run the test. When 
the final check is made, the customer 
is given an individual warranty of fit- 
ting, which entitles her to a refund if 
the customer subsequently should be- 
come dissatisfied with the shoes’ com- 
fort. 

Designer of the platform is Ralph 
Burke, Western sales manager of the 
Miller Shoe Company of Cincinnati. 
The store is operated by Jack Hart. 





New Fitting Stool 
Designed by Armbruster 


New YorK.—Clean lines and graceful 





Fitting stool is carpet-covered. 
modern design feature this carpet- 


covered shoe-fitting stool from the 
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SHOE RETAILERS 


LOOK AHEAD! 


for quick help og the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theories—all tried, true . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 

‘Please remit with order. 


mrs 3,50 


306 Pages 
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100 E. 42nd St., New York 17, N. Y. 
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William Armbruster Collection of the 
Edgewood Furniture Company at 208 
East 27 Street. “Together with arm 
chair and settee, it is being widely 
accepted, the company reports. 

William Armbruster designed these 
pieces especially for shoe departments 
and shoe stores. The wood is kiln-dried 
white oak offered in light, medium and 
dark finishes. A maintenance advan- 
tage is that the stool can be easily re- 
covered. 


——_—- 


Children’s Shoe Store Opened 


MIAMI, FLa.—Sol T. Grossman is the 
owner of a new store carrying nation- 
ally advertised lines of footwear for 
children and growing girls at 4251 W. 
Flagler Street, this city. Mr. Grossman 
was formerly part owner and sales man- 
ager of the Ace Shoe Company, a whole- 
sale shoe firm in Cleveland, Ohio, from 
which he retired in May of last year. 
The new store operates under the name 
of the Valbern Shoe Company. 
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United Last Managers Hold Meeting 


“s 


Left to right, seated: E. G. Tremaine, Jr., G. A. Adams, Jr., R. J. Holmes and 
©. S. Porter of the Boston office; standing, Lloyd W. Brown, Stewart & Potter 
Branch, Brooklyn; Arthur C. Bentley, United Last, Montreal; E. M. Harris, Gar- 
diner Branch, Lawrence; W. T. Nowack, Empire Branch, Rochester; J. W. Holmes, 
President, United Last; E. J. Trihey, Krentier Branch, Milwaukee; J. D. McNamara, 
Krentler Branch, St. Louis; F. $. Kemp, Fitz Branch, Auburn, Me. 


Boston.—On December 7, 8, and 9, 
the semi-annual meeting of the man- 
agers of the branch factories of the 
United Last Company was held in Bos- 
ton. A trip was made on December 8 
to the Beverly factory and the Beverly 


Research Division of the United Shoe 
Machinery Corporation. 

Carl Whittier of the Last Manufac- 
turers’ Association was guest speaker 
at a general dinner meeting that eve- 
ning. 





Hemenway Sales Manager 
Of Gardiner Shoe Co. 


GARDINER, Me. — The Gardiner Shoe 
Co., Inc., of Gardiner, has announced 





KEITH A. HEMENWAY 


the appointment of Keith A. Hemen- 
way as sales manager. 
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Mr. Hemenway comes to Gardiner 
Shoe Co. from the Brown Shoe Co., of 
St. Louis. For the last nine years he 
has been in charge of merchandising 
and styling the Roblee line, and during 
the past several years has also served 
as sales manager of the Roblee division. 

Prior to his connection with Brown 
Shoe Co., he was for fifteen years man- 
ager of the men’s shoe department in 
Rothchild’s of Kansas City, Mo. 

In his new connection Mr. Hemenway 
will work with the volume buyers of 
men’s shoes, and assist in styling the 
Yorktown line of the Gardiner Shoe 
Co. His combination of retail and fac- 
tery experience has equipped him par- 
ticularly well to serve customers with 
a knowledge of retailers’ problems, and 
their relation to factory production. 





Factory Reported Moving 
To Florida 


MiaMI1, Fia.—The Summer Shoe Co., 
of Haverhill, Mass., is moving to Miami 
and will be located at 3240 N. W. 27th 
Avenue. The Haverhill plant is now 
in the process of being dismantled. 


Changes in Sales Set-Up 
Made by Colt-Cromwell 


Boston.—Territory changes and ad- 
ditions to the sales staff have been made 
by Joseph J. Ascheim, president of Colt- 
Cromwell Company, Inc. 

Sales of both footwear and handbag 
lines in New England will be handled 
by George O’Connell; while Philip 
Spear, who is relinquishing New Eng- 
land, has added to his territory (the 
Southeast) the cities of Philadelphia, 
Baltimore and Washington. 

Alan Apollon will cover all of Ohio, 
Illinois, Indiana and Michigan. The 
footwear lines will be sold on the West 
Coast by Samuel Steinhart, and the 
handbag lines by Flash Handbags, 
Inc. Both footwear and handbags will 
be sold in the Southwest by Max Sharp. 

New styles of boots and jodphurs 
have been designed; and calf leather 
dress bags have been added to the line 
of saddle leather shoulder bags. 





W. F. Hooley, Jr., Promoted 
By Selby Shoe Co. 


PoRTSMOUTH, OHIO—W. F. Hooley, 
Jr., has been appointed assistant adver- 
tising manager of The Selby Shoe Com- 
pany, Portsmouth. 





W. F. HOOLEY, JR. 


He served in the Army Air Corps in 
England and with the end of the war, 
returned to pursue his studies at Notre 
Dame University, graduating in 1947. 

Since that time he has been associated 
with the Selby advertising and sales 
promotion divisions and has now been 
appointed assistant to W. E. Lawson, 
advertising director. 
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Will Sell Stacy-Adams 
Shoes in Southeast 


BROCKTON, Mass. — Stacy - Adams 
Shoes have just appointed a resident 
representative to handle sales in the 





FRED B. AYRES 


Southeastern states. He is Fred B. 
Ayres, well known in shoe circles in 
this territory. 

Mr. Ayres has had 27 years of ex- 
perience in the shoe business. His basic 
training was acquired making shoes in 
a factory, where he worked at every 
manufacturing operation. His most im- 
portant sales experience was received 
during his 12 years with Burdine’s, 
Inc., of Miami, Miami Beach and West 
Palm Beach. For six of those years 
Mr. Ayres was buyer of men’s shoes 
for all three stores. 


He will represent the Stacy-Adams 
Company in Florida, Georgia, South 
Carolina, North Carolina, Virginia, 
West Virginia, Washington, D. C., Ken- 
tucky, Tennessee, and Alabama, making 
his headquarters in Miami. 





Stepped-Up Sales Effort 
Planned by Wohl 


St. Louis.—Wohl Shoe Co. launched 
the first of a series of regional sales 
meetings recently at the Adolphus Ho- 
tel in Dallas as a part of a stepped-up 
sales effort for 1949. 


Company executives from the St. 
Louis headquarters met with South- 
western representatives to plan a broad 
merchandising program for the Spring 
line of Marquise, Jacqueline, Connie, 
Natural Poise and Paris Fashion foot- 
wear. 


Stressed during the three-day ses- 
sion were new merchandising aids and 
dealer helps; coordination and intensi- 
fication of national and local advertis- 
ing; credit policies; and continuing 
development of the Wohi Plan idea. Ad- 
ditional regional meetings are sched- 
uled after the first of the year for St. 
Louis, Salt Lake City, Pittsburgh and 
Atlanta. 
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Representing the company’s home 
office at Dallas were Division Manager 
Dan Sullivan; Division Sales Manager 
William C. Wolff; Buyer Jay Strauss; 
Joseph Cramer, head of the Wohl Plan 
Division; and Advertising Manager 
Albert Shank. Sales representatives 
came from Texas, Louisiana, Arkansas, 
Arizona and New Mexico. 





Novelties Dramatize 
Sundial Promotions 


MANCHESTER, N. H.—Several thou- 
sand shoe dealers opened a surprise 
package of Stickney and Poor turkey 
stuffing the week before Thanksgiving, 
just in time to take it home to enhance 
the family enjoyment of their tradition- 
al holiday turkey. Packaged with the 
stuffing came a set of Sundial adver- 
tising proofs, neatly dramatizing their 
then current newspaper copy in terms 
of holiday sales opportunities for the 
footwear sponsored by the Sundial Di- 
vision of International Shoe Company. 





“Apple for teacher" motif used to 
dramatize Sundial promotion. 


The Sundial belief in thorough mer- 
chandising of its advertising was exem- 
plified by a series of fourteen separate 
promotions, covering the two main sell- 
ing seasons of the 1948 schedule. Each 
merchandised a specific group of cur- 
rent advertisements and made a strong 
bid for extra dealer interest through 
their unusual qualities. Of these, the 
above is a good example. 

Another, Sundial’s “apple promotion,” 
pointed up the important back-to-school 
activity on juvenile shoes, when each 
dealer received a carton containing a 
delicious. rosy apple, accompanied by 
proofs and tie-up material in nursery 
rhyme style dramatizing the sales po- 
tentials represented by the “apple-for- 
teacher” symbol Incidentally, this idea 
nearly became a casualty. Only heroic 
measures by the staff of Hoag and 
Provandie, Inc., Boston, who handle 
Sundial advertising, uncovered a grow- 
er whose appreciation of the idea’s 
merchandising possibilities overcame 
an understandable reluctance to strip 
his crop of thirty bushels of choice fruit. 


Sidney Sandler President of 
Beleganti, Inc. 


New YorK.—Beleganti, Inc. com- 
pleted its reorganization recently with 
the election of Sidney S. Sandler as 
president; James P. Marino as vice- 
president; and Isadore Fuchs as trea- 
surer. The company policy will remain 
the same as it has been in the past, 
stated Mr. Sandler, with the factory 
and office headquarters to continue at 
its present location, 180 Fourth Ave- 
nue, Brooklyn, 

Mr. Sandler, who has been in the 
shoe industry since 1924 in manufac- 
turing and retailing capacities, will be 
in direct charge of all styling and sales 
and will travel extensively to present 
new style developments and to service 
stores handing Beleganti footwear. Mr. 
Marino and Mr. Fuchs have both been 
in the shoe manufacturing field for 
many years. Mr. Fuchs is factory su- 
perintendent, while Mr. Marino’s duties 
are general. The factory is geared to 
make 300 pairs daily. 


Humphreys New President 
Of U. S. Rubber Company 


New York—Herbert E. Smith, presi- 
dent of United States Rubber Company, 
became chairman of the board and chief 
executive officer of the company Jan. 1, 
and Harry E. Humphreys, Jr., vice- 
president and chairman of the finance 
committee, became president and chair- 
man of the executive committee. 

Mr. Smith and Mr. Humphreys were 
elected at a meeting of the board of di- 
rectors when F. B. Davis, Jr., chairman 
of the board and chief executive officer 








HARRY E. HUMPHREYS, JR. 


for 20 years, announced his retirement 
effective Dec. 31. Mr. Davis will con- 
tinue as a director and member of the 
finance committee. 

At the same meeting Arthur Sur- 
kamp, treasurer, was elected vice-presi- 
dent and chairman of the finance com- 
mittee to fill the vacancy created by Mr. 
Humphreys’ promotion. Mr. Surkamp 
was also made a director and a member 
of the executive committee. Herbert M. 
Kelton, general auditor, was elected 
treasurer. 


Boot and Shoe Recorder 














Whe Vy | 


Duyo 


ee eee ere 


RUBBER FOOTWEAR 








They're available again in almost 
unlimited quantities. They'll sell 


for $1.00 per pair pouch in- 
cluded. Colors: black and brown. 
Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


THE Ee) nunsee company 


MASSILLON, OHIO 
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EDUCATIONAL 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 
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Write for Bulletin BS-! 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabash Ave., Chicage 1, Hl. 








A. C. Lawrence Distributes 
Attractive Calendar 


Peapopy, Mass—A. C. Lawrence 
Leather Co. has issued the 1949 edition 
of its famous Historical New England 
calendar, portraying quaint and pictur- 
esque scenes appropriate to each month 
of the year. The calendar has won the 
admiration of many shoe men because 
of its artistic character. It has been re- 
produced in the same format for several 
years. 
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Colonial Tanning Head 
Visits South Africa 


Boston.—Joseph Kaplan, founder 
and president of the Colonial Tanning 
Company, recently returned from a fly- 
ing visit to points in the Union of South 
Africa, says that a warm and friendly 
feeling, amounting practically to af- 
fection towards the United States, ex- 
ists throughout the South African ter- 
ritory in which he travelled. 





JOSEPH KAPLAN 


“The South African Union,” Mr. 
Kaplan reports, “is enjoying a true 
prosperity. The shoe industry there has 
been confined almost exclusively to the 
manufacture of welts and McKays, al- 
though lately one factory has acquired 
the Compo process. It amazed me to 
see how Bally of Switzerland, which 
has plants in South Africa, can turn 
out such beautiful footwear so far from 
the company’s source of supply.” 

The express purpose of Mr. Kaplan’s 
visit was to see Arthur Frost of Men- 
delson and Frost of Port Elizabeth, 
Colonial Tanning Company’s represen- 
tatives in South Africa. By air, Mr. 
Kaplan made the trip to Johannesburg 
in just 42 hours from New York City. 

“A cordial feeling for America to 
the point of strong and warm sentiment 
exists among South Africans of the 
Union,” he says. “They are particu- 
larly grateful to us for our principles 
of freedom. The whole country enjoys 
abundance. Between agriculture and 
gold mining, the prosperity is dis- 
tinctly noticeable.” 

The shoe and leather trade manufac- 
turing group of the Union was holding 
its annual meeting at the time Mr. Kap- 
lan arrived and he was asked to ad- 
dress the association. He visited Port 
Elizabeth, Durban, Johannesburg, 
Capetown and Ootschorn. Leading shoe 
manufacturers, he found, include Bally, 
Panther, Port Elizabeth Boot Co., and 
Mobbs, Ltd. 

“Americans certainly get a cordial 
reception there,” Mr. Kaplan says. “It’s 
a grand place, and they are patterning 
industry there much after the Ameri- 
ean plan of free enterprise and equal- 
ity of opportunity.” 
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AT ONCE DELIVERY! 
MEN’S BROWN KID ROMEOS 


$2.75 


PER PAIR 
NET 10 DAYS 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for i er 
and prices. j 

LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, N. Y. | 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WoOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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GOOD NEWS!! 











The latest revised edition of} | 
THE SHOE AND LEATHER | | 
LEXICON — the 14th — is | 

available again! 


This illustrated glossary of trade | | 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 
75¢ per copy, prepaid 


BOOT and SHOE 
RECORDER 





100 East 42nd Street 
New York 17, N. Y. i 








Fourth Factory Acquired 
By Weinbrenner 


MILWAUKEE—Walter F. Kieckhefer, 
president of the Albert H. Weinbrenner 
Company, has announced the acquisi- 





WALTER F. KIECKHEFER 


| tion of a new plant for manufacturing 
shoes at Rib Lake, Wis. 


Rib Lake, which is located approxi- 
mately 18 miles north of Medford, Wis., 


| recently suffered the loss of a large 


woodworking plant which was the only 
large industry. In going into Rib Lake 
with their fourth factory, the Wein- 
brenner Company will add considerably 
to the town’s payroll. Machinery and 
equipment are presently being moved 


| into the Rib Lake location and opera- 
| tions will be underway shortly after the 


first of the year. 


Other plants in the Weinbrenner 


group are located at Marshfield, Merrill 


and Antigo, Wis. Executive offices are 
at 2025 N. Summit Avenue, Milwaukee. 





| Aronov Manufacturing 


Woody Woodpecker Shoe 


PaSADENA, CALIF.—Philip Aronov, 
who has been credited with many shoe- 





Philip Aronov fitting {7} Walter Lantz 


making innovations, is now making the 
Woody Woodpecker shoe under exclu- 
sive franchise with Walter Lantz, crea- 
tor of that famous cartoon character. 
The shoe is California process and 


is made in red, yellow, black and white 
elk and capeskin. The shoe is unlined 
and carries a chrome sole. In designing 
the shoe, which has since been patented, 
Mr. Aronov caught the “look” of Woody 
in the vamp design by making his bill 
of yellow leather and using two closely 
stitched “eyes.” 

The Woody children’s shoe is a depar- 
ture for this well-known shoe manufac- 
turer, but both Mr. Aronov and Sam 
Niederberg, sales manager, believe that 
Woody in a shoe department will be 
popular. 





Ray Singler on Road 
For Trimfoot 


FARMINGTON, Mo.—Ray Singler was 
recently appointed by the Trimfoot 
Company, makers of Trimfoot chil- 
dren’s shoes, to represent them in Mis- 
souri, Eastern Kansas and Southern 
Tlinois. 





RAY SINGLER 


Mr. Singler has had a great deal of 
valuable experience in the selling field. 
He was formerly assistant to the mer- 
chandise manager in Trimfoot’s offices 
in Farmington, and is well known to 
many Trimfoot dealers. 





Virginia Shoe Company Wins 
Actions for Commissions 


NoRFOLK, Va.—Judgments have been 
entered within the past several months 
in favor of the Virginia Shoe Company 
by the United States District Court for 
the Eastern District of Virginia, in 
four actions brought by plaintiffs who 
claimed that commissions were due 
them as salesmen. 

The issues were submitted to the 
court as to whether they were employed 
on a commission basis or on a salary 
basis as the company contended, and ex- 
tensive evidence was taken on this issue. 

The court found these former sales- 
men had been employed entirely on a 
salary basis and that all salary due 
them had been paid. Final judgments 
were rendered in favor of the Virginia 
Shoe Company. 
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BALLET SHOES 








“AMERICA'S FINEST” 
Toe and Ballet Shoes 


ELVA 10 vw 


& SONS, Inc. New York 19 
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RICA'S BEST 





Brockto 5 
508-510 Marbridge 8 
New York 1, New York 
West Coast Offices, 401-402 Haas 

Los Angeles 14, California 


W.L. Douglas Shoe Co 
New York Offices 








Newell Joins Staff of 
Eby Shoe Corporation 


EPHRATA, Pa.—Appointment of H. P. 
Newell of Los Angeles as regional rep- 
resentative for Eby Shoe Corporation 
for the states of California, Oregon, 
and Washington has been announced 
here by M. S. Eby, vice-president and 
sales manager. Mr. Newell will head 
up West Coast sales for the company’s 
line of “Fleet-Air”’ Normal Arch 
Health shoes and the new line of 
“Fleet-Air” correctives. 

He will make his headquarters at 
1204 Haas Building, 219 West Seventh 
Street, Los Angeles 14, Calif. 





Joyce Elects Two 
New Directors 

PASADENA, CALIF.—Joyce, Inc., an- 
nounced recently the election of two 
new directors to its board. They are 
Faie Joyce, designer; and L. B. East- 
man, vice-president in charge of sales. 


January |, 1949 


General Shoe Corporation 
Shows Sales Gains 


NASHVILLE, TENN.— General Shoe 
Corporation’s annual report, issued re- 
centiy, showed a total volume of busi- 
ness of $99,580,268 for the fiscal year 
ended Oct. 31, 1948, against $97,248,511 
for the preceding year. Subtracting 
inter-branch sales of materials pur- 
chased among divisions within the com- 
pany for their own use in manufactur- 
ing, net sales were $78,682,563. This 
compares with $78,142,458 for the 1947 
business year. The report was issued by 
Maxey Jarman, chairman, and Henry 
W. Boyd, Jr., president. 

Net profits for the year amounted to 
$2,639,762, equivalent to $3.45 per share 
on common stock, after providing for 
preference and preferred dividends. 
Earnings per share for the previous 
year were $3.34. 

For the second consecutive year, com- 
mon stock dividends of $2.50 per share 
were paid, and the Oct. 31 dividend was 
the 65th consecutive one since the Gen- 
eral Shoe common stock was listed on 
the New York Stock Exchange and the 
St. Louis Stock Exchange in 1939. The 
company has completed its twenty- 
fourth year in business and ‘is listed 
among the four largest shoe companies 
in the United States or in the world. 

On the subject of shoe prices and the 
outlook for the future business condi- 
tions, Mr. Jarman pointed out that 
“while average prices are about 5 per 
cent lower than last Spring, due pri- 
marily to designing more shoes in more 
economical styles, price advances will 
be necessary if the hide prices continue 
their upward trend.” 

As an observation following the re- 
cent General Shoe sales conventions and 
presentation of Spring lines, Mr. 
Jarman pointed out that the company’s 
retail volume currently is running 
ahead of a year ago both in pairs and 
im dollars. Likewise, a comparison of 
customers’ orders for next Spring with 
orders placed a year ago shows in- 
creasing volume. 


Plant Making Chemicals 
Purchased by Campo 


Boston.— Compo Shoe Machinery 
Corporation announces that it has pur- 
chased the plant and equipment of the 
H. & C. Laboratories, Inc., located in 
Mansfield, Mass., for the purpose of 
manufacturing chemical compounds, so- 
lutions and similar products for general 
distribution as well as to supply part 
of the corporation’s own requirements 
for cements and solvents. 

The newly-acquired plant was built 
less than three years ago and contains 
equipment especially designed for the 
manufacture of cements and coating 
materials. Total capacity is approxi- 
mately 2,600,000 gallons per year of so- 
lutions of various types. 
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FOR QUICK EASY PROFITS 


AND PLENTY OF PLUS SALES. .. 








E “HOME VALET" 


aluminum demountable 
the home. ae 
advertised sis te eek nen a big 
market waiting to be sold. This unit is com- 
plete with two toe plates, fits all shoes and is 
shipped in attractive display boxes. 


Retails for 






$250 om 
Standard 
Oiscounts invited. TS 


in your store. 


JOSEPH M. CRIMMINS 


226 E. JACOBY STREET, NORRISTOWN, PA 
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Men's Popular Priced Work Shoes 
and 
Men’s Steel Toe Safety Shoes 


Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 











New Distributors Chosen 
By Hussco Shoe Co. 


HONESDALE, Pa.— The appointment 
this week of five new distributors 
marked the first step in an extensive 
expansion and promotion campaign con- 
templated by William Manowitz, presi- 
dent of the Hussco Shoe Company, 
Honesdale, for the year 1949. 

The new distributors of Huskies, 
moccasins manufactured by Hussco, are 
the Ben Rosenberg Shoe Co., St. Louis; 
Marco Shoe Company, Baltimore; Hill 
Shoe Company, Philadelphia; Ben I. 
Friedman, Atlanta; and the Allied Shoe 
Company, Cleveland. 

Mr. Manowitz announced also that 
Hussco is now in the process of acquir- 
ing a new plant in Honesdale. Present 
plans call for the company to take pos- 
session some time in January. 
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ATTENTION SALESMEN 


Your future may be 
in this advertisement! 



























First a word about ourselves. We are probably the leading Eastern distributor 
of “in stock” popular priced play shoes and sports oxfords retailing at $3, $4 
and $5... and have been, for a number of years. Primarily, we’ve been 
successful because our men have carried desirable and timely merchandise at 
competitive prices and because we’ve realized the importance of giving each 
salesman complete backing. In order to consolidate our gains and afford our 
customers more frequent and efficient service, we are revamping our salesmen’s 
territories and increasing our sales staff. Our present salesmen have been 


given thorough protection in this reorganization. 


We intend to maintain our reputation and operation and will hire only good 
salesmen for the several desirable territorial openings now available. In 
some territories we have no objection to salesmen carrying our line with a 


noncompetitive line. 


That’s our story. Now, what’s yours? Why not drop us a line at Box 877. 
Tell us who you are, what experience you’ve had and whether you’re really 


interested in a secure future. We'll be waiting to hear from you. 





ADDRESS BOX 877 
CARE BOOT & SHOE RECORDER | 


100 East 42nd St., New York 17, N. Y. * Our salesmen have been informed of this ad. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 


—_— 








READY NOW! 


Exceptional opportunity for a few experienced shoe salesmen to 
secure exclusive territories for NEW, SENSATIONAL, NATION- 
ALLY ADVERTISED line of POCKET-WEIGHT rubber footwear 
for men, women and children. Handle better retail volume ac- 
counts and jobber trade only. Liberal commissions, plenty of 
sales helps and attractive cooperative advertising set-up, Limited 
number of good territories still open. 


Write fully, stating territory covered to 
INDEPENDENT RUBBER MFG. CO., LOVELAND, OHIO 











qualifications. 


TOP-EARNING SHOE SALESMEN 


One of America’s leading wholesalers of women’s popular-price 
novelty fashion shoes has rare opportunity for strong salesmen to cover 


Washington - Oregon 
Nebraska - Kansas ° Missouri 
Minnesota - Wisconsin 
lowa ° Dakotas 

Shoe following helpful but not essential. Drawing account against 
commissions if you can prove ability. Must have car and handle our 
line exclusively. Men who are willing to work hard can easily earn 
$10,000 and up annually. State age, family status, selling experience, 


Address Box 953, care BOOT & SHOE RECORDER, ‘100 East 42nd Street, New York 17, N. Y. 











EXCELLENT OPPORTUNITY 


Terrific—New—Promotional! 


WOMEN'S HAND CROCHETED 
STRAW PLAY SHOES 
Imported from Italy. Assembled in this 


country. 

HIGH STYLE—SHORT LINE 
—SIX STYLES 
Comfortable, Waterproof, Neolite Soles 
Immediate Delivery, Territories Now Open 
Commission Basis 
ONLY EXPERIENCED 
SHOEMEN NEED APPLY 
State Experience, References, Contacts 
ond territory covered. 

Address Box 929, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











SALESMEN WANTED 


For New York and Pennsyl- 
vania Territories to carry 
Line of Work, Golf and semi- 
dress Shoes, Men’s, Women’s, 
and Children’s Ski Boots, for 
prominent Jobber. Write 
qualifications in confidence. 


Address Box $28, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








TOP NOTCH SALESMAN WANTED 


We pay 7% commission. This higher rate 
of commission is for the purpose of obtain- 
ing and holding the higher type of shoe 
salesman. 


Must have following among independent re- 
tailers. Women’s Casuals to retail at $2.95 
and $3.95. Med. and EEE widths to size 11. 


All reorders and territories protected. Set- 
tlement twice monthly. Ours is a well- 
established N. Y. firm with thousands of 
accounts, all over the country—all open for 
you to call on. 


This is a real opportunity for hustlers who 
want to go places with a live firm. Will 
consider men with non-conflicting lines. Write 
in complete confidence. 


Address Box 847, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














ELIABLE New York Distributor wants good 

men to sell a fast line of casuals and dressy 
flats in stock to retail for $3 to $5. Approxi- 
mately 150 samples. Full time, or can be carried 
as a side line. Good commission. All terri- 
tories open. Address #861, care Boot & Shoe 
gaa 100 East 42nd Street, New York 17, 











SALESMEN 


An Excellent Opportunity for 
experienced salesmen with 
following of Volume accounts 
to become affiliated with 
Large Manufacturer of 
Ladies’ Casual Shoes, Cali- 
fornia construction, to retail 
from $3.00 to $4.00. Almost 
all territories open. All in- 
quiries will be kept strictly 
confidential. Please give full 
information regarding your- 
self in first letter. 


Address Bex 948, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising exccpt for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


t= Advertisements for this page must be in our New York Office 15 days preceding publication date “Jj 
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SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMEN WTD. 








SALESMAN 


For—Massachusetts—west to 
Springfield, New Hampshire 
and Rhode Island 
“POLLY PRESTON” Shoes for 
Women—"“WALEMORE” Shoes 
for Men and other Lines—in 
stock. Large volume already 

established. 
Write: 


NATH'L FISHER & CO. 


146 Duane Street, New York 13, N. Y. 











ALESMEN: WE MANUFACTURE THE 
MOST WANTED LINE of Women’s Plat- 
form Stylish Shoes, AAA to ge ete] 
to retail at $7.95 and $8.95. New patented 
Southern States, Mid- 


you; Wonderful opportunity to get on the ground 


floor. Write for application. Address #908, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMAN 
WOMEN'S SHOES 


CHICAGO—ST. LOUIS—CENTRAL STATES 


Wanted — by leading manufac- 
turer in East: Aggressive sales- 
man, good experience and big 
following among Chain, Best Re- 
tail and Department Stores. 
Strong Line of Women's Novelty 
Shoes retailing $7.95 and up. 
Send detailed letter of qualifica- 
tions stating fully all experience. 


Address Bex $25, care BOOT & SHOE 2 47am 
100 East 42nd Street, New York 17, N. 











SALESMe AN WANTED FOR HIGH GRADE 

Leather and Fabric Soft Sole House Slip- 
pers, who has connections with Chain, Depart- 
ment, and Mail Order following. Addres #955, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 


NEw YORK WHOLESALER looking for 

man to cover New Jersey and Connecticut 
with fast Line of Casuals, Baby Dolls and 
Sports to retail from $3.00 to $6.00. Full time, 
or can be carried with non-conflicting Line. 
Address #954, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


XPERIENCED SALESMEN WANTED 

by Long-Established House of Men’s and 
Boys’ Popular Priced Dress and Work Shoes. 
A very competitive set-up. Can carry in some 
instances non-conflicting Line. Territory avail- 
able: Maryland, Delaware, Virginia, Georgia. 
Texas, Oklahoma, Michigan, Ohio, coauen 
and Kentucky. In your reply state background, 
which will be regarded as confidential. Address 
#883, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 


WANTED SHOE SAlLESMEN with follow- 

ing, to sell Popular Price “E’? Width Casual 
in snappy style. Excellent commission. Ter- 
rific market waiting to be tapped. Short Side 
Line. All territories. Address #951, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


WANTED: PART TIME SALESMAN to 
cover Eastern Texas, calling on Industrial 
Plants with Nationally Advertised Tine of 
Safety Shoes. Certain amount of Volume al- 
ready established. Write in detail giving full 
particulars. IRON AGE DIVISION, H. 
on & CO., 813 Penn Avenue, Pittsburgh, 




















SALESMEN WANTED FOR Virginia, West 
Virginia, North and South Carolina, to carry 
as Side Line a Short Line of Ladies’ High 
Styled and colorful Shoes, retailing at 


$8.95. Address #949, care Boot & Shoe Re- 
100 East 42nd Street, New York 17, 


corder, 


aN. 





SALESMEN WANTED: If You Can Produce 
Business on an outstanding Line of Women’s 
Leather Casuals retailing at $3.00 to $4.00 or 
a Line of Boys’ and Men’s Highly Styled Shoes 
retailing at $4.00 to eon contact us at ounce. 
Will consider men non-conflicting 
Lines. Write cunghts duaie details of sales experi- 
ence and territory now covering. ll corres- 
pondence confidential. A. MELTZER. 28 
North 4th Street, Philadelphia 6, Pa. 





Slee WANTED IN SEVERAL TER- 
RITORIES for well established Manufac- 
turer’s Line of Highly Styled Quality, Dressy 
Casuals, retailing from $8.95 to $12.95. Can 
be carried with non-conflicting Line. State full 
details in confidence. Address #941. care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





a DISTRIBUTOR Style and Casual 
hoes; established 35 years. ll territories 

except New England States. Replies con- 
dential. Address #893, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 





oe Fe AND AGGRESSIVE 

ESMAN wanted by Eastern Manufac- 
wend to sell a complete Line of Women's Nov- 
ekty Casuals to Retail at $3.00 and $4.00 Make- 
ups in units of 12 pair. Also Women’s Novelty 
Satin Slippers to retail at $3.00 to $5.00 car- 
ried In-Stock 12 months. Excellent as a side 
line. Territories open: Eastern Pennsylvania 
and Maryland; he ci Ohio; Kentucky; Ten- 
Indiana; Minnesota; North Dakota; 
South Dakota; Montana. Send detailed letter 
of qualifications and experience. All replies 
held in strict confidence. Address #934, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





WANTED 
SIDELINE SALESMEN 


Nationally advertised line of athletic 
footwear:—Football, baseball, basketball, 
golf, work shoes, bowling, ski boots, Ice 
skates, moccasins, hunting, riding boots, 
etc. Excellent opportunity to earn addi- 
tional money. Old established company 
with many accounts and large following. 
Territories now open. Commission basis 
(5%). Apply now. State experience, ref- 
erences and territory covered. 


Address 889, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y-. 











SALESMEN TO CARRY ATTRACTIVE, 
Short Line of Children’s Shoes, Slippers and 
Novelties. State territory and references. Ad- 
dress #947, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, 





IDELINE SALESMEN WANTED BY 

—— of Low Priced Women’s 
Playshoes, retaili: from $2.95 to $4. 95. 
have following. erritories open in thern 
States (excluding Virginia), Western Pennsyl- 
vania, Ohio and West Virginia. Exceptional 

pe ong to increase your earnings with fast 
sellmg Merchandise. All replies confidenti 
BANNER SHOE CO., 46 North 4th Street, 
Philadelphia, Pa. 





ESTABLISHED and comprehensive in stock 
line of Infants’, children’s and boys’ shoes 
to retail $3 to $5, for Illinois, Michigan, —, 


Indiana, Missouri, Kentucky, Tennessee, 
South. Address #844, care Boot & Shoe Re. 
corder, 100 East 42nd Street, New York 17, 
. F, 





WANTED SHOE SALESMEN, ALL TER- 

RITORIES, with good following, to start 
booking orders at once for early Spring delivery 
on one of the hottest Popular Priced — of 
Crepe Sole Sandals in the country for Women 
and Teen-agers. Good commission plus liberal 
advances to producers makes this a gilt edge 
proposition for real go-getters. No objection to 
side line. Write full particulars. Strictly con- 
fidential. Address #952, care Boot & Shoe 
~ 3 * 100 East 42nd Street, New York 17, 


ONE HIGH TYPE SALESMAN to directly 

represent group of Footwear Manufacturers 
in each of following territories: 1. Ohio; 2. 
Western New York; 3. Eastern Pennsylvania; 
4. West Virginia and Western Maryland. Must 
b familiar with retail shoe trade in area. Com- 
mission basis. Our organization has been ad- 
vised of this advertisement. Address #931, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


ANUFACTURER, OLD ESTABLISHED 
CONCERN, wants top notch salesmen for 
the South and Southwest to sell popular Line 
of Women’s House Slippers and Play Shoes to 
retail for $1.98 and up. Please give references 








in first letter, also territory covered. Address 
#930, care Boot & Shoe Recorder, 100 East 
42nd Street,, New York 17, N. Y 





AVE OPENING FOR EXPERIENCED 
SHOE SALESMAN, one for Indiana and 
Ohio, another for Michigan. Line sold in these 
territories more than 25 years. In-stock, fast 
styled Women’s Fashion Footwear at popular 
prices. Write giving age and amount of ex- 
nerience. -Address: SHU-STILES, Inc., 1214 
ashington Ave., St. Louis 3, Mo. 


pig ed FOR STITCHDOWN FAC. 
RY specializing in Infants’, Child’s and 
Misses’ Barefoot Sandals and Oxfords, and 
Men’s Romeos. Men with proven sales ability, 
with Chain and Department Store following 
apply promptly for territories still open. Advise 
in detail, with references and States you cover. 
Address: Box #921, care of Boot and Shoe 
Recorder, 10 High Street, Boston 10, Mass. 


ALESMEN WANTED, NEW YORK MAN- 

UFACTURER, Experienced Better Grade 
Stitchdown Shoes. Open territory. Address 
#956, care of Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 

















HELP WANTED 


MERCHANDISE 
MAN WANTED 


Young Man Wanted to Man- 
age Manufacturer's Instock 
Department of Men’s Shoes. 
Prefer man with experience; 
also opportunity to learn 
Styling and Selling. Replies 
will be held in strict confi- 
dence. 


Address Box 946, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















PN a gt they ASSISTANT TO 
SHOE MANUFACTURER. Must be ex- 
perienced in Shoes and Leather; capable of tak- 
ing charge of cost accounting and assisting in 
Administrative detail. Good starting salary and 
excellent future. Write in detail to: E. M. 
CULVER, care CULVER MFG. CO, INC., 
Bluffton, Indiana. 


SHOE BUYER AND MANAGER 


A Popular Priced four-unit South- 
west Department Store Chain han- 
dling Men’s, Women’s, and Chil- 
dren’s Shoes requires the services 
of experienced Shoe Buyer familiar 
with handling large volume. Per- 
manent position with excellent 
salary, plus bonus. Please state 
age, present salary, past connec- 
tions and other particulars in first 
letter. 


Address Box 923, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














Boot and Shoe Recorder 














POSITION WANTED 


LINE WANTED 


MERCHANTS’ NEEDS 











POSITION WANTED 


SHOE mgs MANAGER OR SUPERINTENDENT 

experienced in all departments, 

bering Mid a aes West ss but not 

Shoes preferred, but experi- 

= tn any Process. Excellent record. Can 
come well recommended. 

Address Box $26, care BOOT & SHOE —— 

100 East 42nd Street. New York 17, N. 











EXTREMELY CAPABLE, YOUNG FAC- 
TORY EXECUTIVE seeks position with 
future in production, purchasing, industrial en- 
gineering, or combination of these. Experienced 
in Compo and California Precess. Address 
#933, care Boot & Shoe owe. 100 East 
42nd Street, New York 17, N. Y. 


MEN'S WELT SPECIALIST 
AVAILABLE 


The sponsor of this advertisement 
has a nation-wide reputation as 
Sales Manager, Good Salesman 
and Stylist in Men's Better Grade 
Welt Shoes. Has splendid back- 
ground and ample references 
furnished. Will be glad to confer 
with a Manufacturer of. Men's 
Shoes who needs a good Style, 
Sales Promotion and Sales Man- 
agement Man. Further particulars 


Adireee Gna O08, ome S907 0 Ome RECORDER 
100 East 42nd Street, New York 17, N. Y. 

















LINE WANTED 


| canangps cd OWN SLIPPER BUSINESS; 
Fifteen years acquainted all phases selling. 


care Shoe Recorder, 100 East 42nd 
Street, New et 17, N. Y. 





FOR SALE 








EXCELLENT CORNER 
Main street in NJ, few minutes to NYC; 27 
ft. front; completely modern; beautifully 
decorated ; ladies shoes; sacrifice for $10,000 
including fixtures, goodwill and valuable lease. 


4, s ae pen REALTORS 


Journal Sq., J ane Soe 
nated te eens ector 2-8252 











MODERN FAMILY SHOE STORE in Ten- 
nessee; town population 150,000; loca- 
tion; Nationally advertised Lines; All new fix- 
tures; Clean Stock, Inventory $35,000. Good 
lease and location. oo reasonable. Address 
#950, care Boot Shoe Recorder, 100 East 
42nd Street, New Fock +e hy 


FAMILY SHOE STORE, ILLINOIS, 
COUNTY SEAT TOWN, 15, 600 Population; 
Best location in City about 18,000 Stock and 





Fomuen All stock new this Fall—80 to 90 
percent staples—Will reduce to suit rehaser ; 
Nationally advertised Lines—Lease. for 


selling—Sickness. Address #944, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 


Winnow TRIMMER, SEEKING FREE 

LANCE ACCOUNT: $s. Avail yourself of 
services thoroughly experi i y man 
with original ideas; available regular intervals 
to reset your — oe and install your 
backgrounds eac he eg 60-47 
70th Street, Tacoeth, ey Island, N. Tel. 
Illinois 7-9370. 

















Handy, durable clamp for 
displaying pairs in many 
Positions. No display stand 
needed. Price per dozen... 


M. D. POLLINGER CO. 


HOLLAND BLDG. _ ST. LOUIS, MO. 


$6.90 














FAMILY SHOE STORE in County Seat town 
in Iowa; Good, Branded Lines; Good lease; 
$175 rent; approximately $65,000 volume—Mod- 
ern Fixtures $3, 500, gn clean stock at inven- 
tory. Owner Address #943, care 
Boot & Shoe Recorder, 100 East. 42nd Street, 
New York 17, N. 





SOUTHEASTERN SALESMAN WANTS 
GOOD MANUFACTURER’S LINE of Wo- 
men’s or Children’s Shoes. High class salesman 
with Ps: of . and ‘erences 
desires Write: SOUTHEASTERN 
SHOE TRAVELERS, INC., c/o Tutwiler 
Hotel, Birmingham, Ala 





SALESMAN WITH MANY YEARS OF 
EXPERIENCE selling to Large Chains, 
Jobbers and Leading Department Stores 
in eastern territory — is looking for a 
New Line. WHAT DO YOU HAVE TO 
OFFER? 


Address Bex $39, care BOOT & SHOE ee 
100 Gast 42nd Street, New York 17, N. 











SALESMAN, LARGE FOLLOWING BET- 

TER RETAIL STORES Metropolitan Area 
wants Manufacturer’s Line of Nationally = 
tised S$ or Slippers. Address #940, ca: 
Boot & Shoe Recorder, 100 East 42nd S 
New Fock TA, B:..% 


pg gpee a WITH GOOD gg oe tale 
represent Manufacturer of Ladies’ and 
Children’s Footwear for i D. 
Virginia, Maryland and oe Can furnish 
necessary references. me 2, care 
Boot & Shoe Reorate> 100 East 42nd Street, 
New York 17, N. 








PERMANENT COAST AGENT, HAAS 
BUILDING HEAD UARTERS, desires 

Men’s, Ladies’, Children’s Factory Lines, Pref- 

erably Stock Shoes, for Denver, west, or 

States. Acceptable references. Address #937, 

care Boot & Shoe hs 100 East 42nd 

Street, New York 17, N. Y. 


SUCCESSFUL YOUNG SALESMAN desires 

popular priced Manufacturer’s Lines for 
Southeastern States. Address #935, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 





FOR SALE: NEWLY REMODELED FAM- 
ILY SHOE STORE; Only exclusive 
Store in town of 7,000; 3 Miles from new Leon 
River Dam. Inventory plus fixtures. Will sell 
or lease ae For further information, 
—_ J. W. HAMRICK, Box 562, Belton, 
‘exas. 





Fou: SALE: ESTABLISHED LADIES’ 
BUSINESS in Family Shoe Store in popu- 

rt Southwest Florida Tourist City. In 100% 
blocks Good Lease, low rental, shared by 
owner Children’s and Men’s Departments. Lease 
and Fixtures $5,000, Pa tbe low inventory. mgd 
i Tiness.. Address #924, care Boot & 
Shoe Recorder, 00" East 42nd Street, New 
York 17, N. Y. 


Aa PAD FELT — Scraps of Blue Felt 
that many shoe stores use for Arch and 





Metatarsal pads. Price 35c. per Ib. Mail your 

trial order today. WIESENFELD COMPANY, 

bin A West North Avenue, Baltimore 1, Mary- 
nd. 





SHOE STORES WANTED 


Poeeesre IN tne ae 
STORE 9,000 $50,000 


snncally. Will — colar pooh, store in 

img community. Give full details. Address 
$945, care Boot & Shoe Recorder, 100 East 
42nd Street, New Sock 2: YZ 








BUSINESS OPPORTUNITIES 


WANT TO PURCHASE COMPLETE SHOE 
STORE FIXTURES, New Women’s, 
dren’s Store; Pri Want Partner with 
Capital. Have option 100% location, New 
York. Address #942, care Boot & Shoe Re- 
ih 100 East 42nd Street, New York 17, 
Mm. Wi 








EXPERIENCED SALESMAN WITH LARGE 

FOLLOWING wants Men’s Leather Slipper 
Line for North Carolina, Virginia, West Vir- 
ginia, Maryland and Western Pennsvivania. 
Address #932, car Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


January |, 1949 





WANTED: CONTRACT FITTING, or will 

cut and make complete shoe, cheap or high- 

ag = guaranteed. Guaranteed to save 
Address #922, care Boot & Shoe 

Recorder ler, 00 East 42nd Street, New York 17, 





Mats «0 Ydeas 


FOR YOUR 


NEWSPAPER, ADVERTISING 





— if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
* 


2. Vincent Edwards Idea Clipping 
Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 


World's largest advertising 
service organization 


342 Madison Ave. 














WANTED TO PURCHASE 


Ase TYPE ——- FOR MEN, WOMEN 


on D CHILDREN Close-outs or com- 





Stocks Will ’ 
STRAHL SHOE CO., Exporters and Import- 
ers, 1230 Fifth Avenue, San Diego, California. 


Witt PAY CASH FOR FAMILY OR 
LADIES’ Shoe Store im or around Phila- 
delphia, 100 Mile Radius. N. PACKER. 4956 
No. 8th Street, Philadelphia. Pa. 

















WANTED TO PURCHASE 





WANTED TO PURCHASE 








MERCHANTS’ NEEDS 











MY HOBBY 
Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 





JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 











WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 
ALWAYS RELIABLE 


132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 

















Quality Shoes for Men, Women 
and Children 
Scrupulous Protection fe 





BARIS BUYS for CASH 
® 


your Name and Brand since 1932 


JN Y. 


>he TOres 
Short Term Leases Assumed 






ARIS. SHOE CO., Inc. 


New York 


Tel.: WOrth 2-5180 














CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtiandt 7-6378-9 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 











GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs" 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 





WANTED TO PURCHASE 











PATENTED 





SHoe STAND 


Displays a man's shoe as he sees it 
on his foot. 


Half Doz. — $5.00 
Full Doz. — $9.00 
M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 











Buy Savings Bonds 








NEW ADJUSTABLE 


Price ticket Pouy Cup 


remains in 
desired posi- 
Pell for Price Tickets 


tion at all 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 


$2.75 
half gross 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 




















Atlas Corporation Buys 


Interest in Wellco 


New YorkK.—Atlas Corporation, a 
large investment company, has pur- 
chased a block of stock in Wellco Shoe 
Corporation, of Waynesville, N. C., 
Floyd Odlum, Atlas president, and H. 
W. Rollman, president of the shoe con- 
cern, said in a recent joint announce- 
ment. 

The purchase was termed “purely an 
investment” and no changes in person- 


| nel or management of the Wellco Shoe 
| Corporation are planned, the announce- 


ment pointed out. 

Wellco Shoe Corporation, with two 
plants in Waynesville, manufacture 
Wellco Foamtread shoes and slippers 
with a patented foam-rubber sole. 





New Wholesale Firm 
Is Organized 

New YorK—A new wholesale house, 
Harris & Lyman Company, Inc., has 
been organized here by Harold Harris 
and Louis Lyman with headquarters 
at 121 Duane Street. Men’s, women’s 
and children’s shoes will be carried 
and emphasis will be placed on export 
business. Jobs and ‘factory close-outs 
also will be handled. 

Both men are well known in the 
trade. Mr. Harris was with Kirsch- 
Blacher Co. for 15 years as buyer and 
sales manager. Mr. Lyman was with 
Abraham & Straus for sixteen years 
as their basement shoe buyer. 


Shoe Store Rebuilt 





| Following Fire 





NraGARA FALLS, N. Y.—Diane Shoe 
Store, 1935 Main St., has been reopened 
following a fire on April 17. The store 
has been completely redecorated and 
modernized. 

Its features include new lighting, 
green velvet carpeting, gay floral wall- 
paper and upholstered chairs. The 


| store’s hosiery and handbag depart- 


ment also has been enlarged. The 


| store has been in business here for 15 
years. 


Boot and Shoe Recorder 






















ae a, 
FOOTWEAR 
A NEW 


HIGH PROFIT NOTE 


Make Melody your Profit theme 
for ‘49, with these “sweet and 
hot" fashion sandals against a 
solid accompaniment of Style and 
Value. The whole shoe world is 
talking about these clean cut at- 
tractive casual and dressy shoes. 
They're master-works by one of 
the country's smartest designer- 
craftsmen combinations. Investi- 
gate them today. 


Selling fast in Red and Green 


“fq To retail 
>. a profitably at 
gaa La vw $5.00 to 
J. B. NADLER ; $6.00 
MELODY SHOE A 
CORPORATION //(2efectteta —_ 
1170 BROADWAY e N. Y. e MU 4.3988 




















\ On| 





cee 


QUAIL HUNTERS” ss 





® featuring waterproof leather and 
true moccasin construction... backed by 
national advertising. For men and women: 







New York Office: 658 Marbridge Building 


OUTDOOR FOOTWEAR 
WILTON, MAINE 
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CHARLES A. EATON COMPANY 
Brockton 64, Mass. 


Please send me details of the Etonic 
Big 4 Profit Plan. 
Si 


tore 
Buyer 


92 


ETONIC 


tor Yunericas best (i000 v1€h 


Now —all in stock in America’s large st 
range of sizes and widths . . buy a VAS 
run now and fill in as you sell’ em! 


3179 


FLEX’ T PROCESS 


Soles and Insoles 
Insure Extra Supple l wan', NOW IN srocy 
Flexibility from the First Step! vay YEW 
No ee Necessary ! 


_  — 


) 
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MULTICOLOR casuals are handsomest in 


VEL? 


219 Yellow 


~ 


Yellow Velka 

#219 and Blue 

Velka #205 combine 

smartly in this pattern. 

There are many delightful 

combinations of two, three, four 

or more colors possible with the broad << F 


range of official Spring shades avail- 


"= 


able in mellow Colonial Velka. ie 


Send for samples today — and 
start mixing your best- | a 


selling colors. 


Soy AN NING COMPANY, INC. 


Ll, MASSACHUSETTS 





GERDERICHS 


GREATEST NAME IN BOYS’ SHOES IN AMERICA 


MADE SO BY THEIR WITH GERBERICHS 3 
OUTSTANDING QUALITY YOU SELL ALL 


AND THE CHARACTER OF THE YOUTHS 12'/2-3 « Boys 1-6 
DEALERS WHO SELL THEM BIG BOYS 6!/2-11 











